BOOT and SHOE 


RECORDER 


The Great National Shoe Weekly 


ESTABLISHED APRIL 1, 


1882 





New York, January 19, 1929 





FREE 1 IDES—e Battle Cry 


Shoe Manufacturers Lay Vigorous Campaign to Maintain Hides and 
Skins on Free List 


uation and a clarifying of the shoe manufac- 

turers’ position regarding a tariff proved to be 
the high point of the twenty-fifth or silver anniversary 
convention of the National Boot and Shoe Manufactur- 
ers Association held at the Hotel Astor, New York, on 
Tuesday and Wednesday of this week. The tariff re- 
ceived mention from time to time during the two days 
sessions but it was not until along toward the close of 
the Wednesday meeting that the convention considered 
the question with a serious mind. It was evident from 
the tenor of the speakers on the tariff subject that the 
fight for free hides is overshadowing any movement 
for a tariff on shoes, although the manufacturers have 
determined upon a policy of campaign for free hides 
and a moderate tariff on shoes. 

The tariff situation was ably brought to the attention 
of the convention by J. Franklin McElwain, chairman 
of the association’s tariff committee. 

He sketched rapidly and in clear form the present 
situation regarding imports of shoes, pointing out that 
from 200,000 pairs of shoes imported annually only a 
few years ago imports have risen to 2,500,000 pairs a 
year, the rate of increase being at the rate of 75 per 
cent annually. Contrary to popular belief in the trade, 
he said, not all these imports are sandals. Regulation 
footwear is a big. factor. 

Back of this tremendous gain in imports lies the 
fact, dug out by the tariff committee, that wages in shoe 
factories abroad are practically one-third of American 


A SHORT, but spirited, discussion of the tariff sit- 


wages, 
“Tf that were all,” said Mr. McElwain, “the situation 


would not be bad; but I want to tell you gentlemen that 
the foreign shoe manufacturers are as far-sighted in 
their management and as efficient as we are. In fact, 
many of the foreign factories are more efficient than 
American factories. What we want and need is a tariff 
to equalize the labor costs and give American manufac- 
turers an even basis in this market with the foreign 
producers.” 

The differential in cost of producing shoes abroad and 
in this country is, roughly, 50 cents a pair on lower 
priced shoes for women, he said. He illustrated his 
point by showing a foreign made shoe that costs $2.30 
landed here against a similar cost of around $2.85 a 
pair for similar American made shoes. 


R. McELWAIN explained that at first he was 

only lukewarm on a tariff on shoes, but that after 
working with the committee and reviewing the facts in 
the case he has become an enthusiast and is on the job 
to stick. 

Taking up the question of fighting to retain hides 
and skins on the free list he asserted that considerable 
pressure is being brought to bear on Congress to impose 
a duty on these commodities. 

“The manufacturers of this country believe that hides 
and skins should remain very definitely on the free list,” 
he said. “We think that we are consistent when we 
take that position. The farmer is asking for protection. 
It would not really be fair for us to ask protection on 
our own product and definitely fight against a protection 
for the farmer, unless he felt that in the advocacy of a 
15 per cent duty on hides and skins he was not going 

[TURN TO PAGE 38, PLEASE] 
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HAROLD C. KEITH 
Pres. George E. Keith Company 


N casting about for a president to succeed Henry W. Cook, who has served as the head 

of the National Boot & Shoe Manufacturers Association for two terms, and who insisted 
that leadership be turned over to some one else, the organization drafted into service 
Harold C. Keith, president of the George E. Keith Company, Boston, one of the best 
known of the younger shoe manufacturers. 

Mr. Keith might well be termed a practical visionary. He comes from a family of shoe 
producers. Born in Brockton in 1884 he prepared for college at Lawrenceville School, 
was graduated from Amherst and then spent a year abroad before entering the shoe 
business, climbing by successive stages from the offices of director to treasurer and finally 
to that of president of his firm. He also is a director in the United Shoe Machinery 
Corporation, and the Eastern Manufacturing Company, a director of the Old Colony Trust 
Company of Boston, and vice-president of the Brockton National Bank. During the war 
he served as a captain in the Quartermaster’s Corps. 

His hobbies are hunting and golf, but he never allows his hobbies to interfere with 
business. a 
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Who's Who 


In the National Boot and Shoe -Manufacturers Association for 1929 


PRESIDENT Harold C. Keith, George E. Keith Co., Brockton, Mass. 
MANAGING DIRECTOR Jay Otis Ball, 342 Madison Ave., New York. 


VICE-PRESIDENTS Chas. Ault, Ault-Williamson Shoe Co., Auburn, Maine. 
Edward M. Rickard, The Rickard Shoe Co., Haverhill, Mass. 
John R. Garside, A. Garside & Sons, Long Island City, N. Y. 
Harry G. Johansen, Johansen Bros. Shoe Co., St. Louis, Mo. 


TREASURER Raymond P. Morse, Cantilever Corporation, Brooklyn, N. Y. 
SECRETARY Edward J. Kuhn 


DIRECTORS FOR THREE YEARS 


W. Bs Burdett, Burdett Shoe Company, Lynn, Mass. 

Charles G. Craddock, Craddock-Terry Co., Lynchburg, Va. 
Paul Jones, Commonwealth Shoe & Leather Co., Whitman, Mass. 
H. T. Tinkham, W. L. Douglas Shoe Co., Brockton, Mass. 
John R. Garside, A. Garside & Sons, Long Island City, N. Y. 
E. S. Gerberich, Gerberich-Payne Shoe Co., Mt. Joy, Pa. 
John C. Boyd, Boyd-Welch Shoe Co., St. Louis, Mo. 

Walter J. Booth, Walter J. Booth Shoe Go:, Milwaukee, Wis. 
Herman Meyer, Croxton-Wood Shoe Co., Philadelphia, Pa. 
E. H. Krom, G. R. Kinney Co., New York City. 

John T. Hollis, Cushman-Hollis Co., Auburn, Maine. 


DIRECTORS FOR TWO YEARS 


Fred F. Field, Jr., Field & Flint Co., Brockton, Mass. 
Everett Bradley, Bradley-Goodrich Shoe Co., Haverhill, Mass. 
Albert N. Blake, Watson Shoe Co., Stoughton, Mass. 


CHAIRMEN OF VARIOUS COMMITTEES 


CONFERENCE John C. McKeon, Laird, Schober & Co., Philadelphia, Pa. 
TRADE RELATIONS Paul O. MacBride, Milford Shoe Co., Milford, Mass. 
LEGISLATION John G. Holters, United States Shoe Co., Cincinnati, Ohio. 
MEMBERSHIP Edward M. Rickard, The Rickard Shoe Co., Haverhill, Mass. 
RESOLUTIONS A. F. Bancroft, Bancroft-Walker & Co., Boston, Mass. 
FEDERAL RELATIONS Charles H. Jones, Commonwealth Shoe & Leather Co., Whitman, Mass. 
CONTRACTS WITH ALLIED Trapes. F. L. Emerson, Dunn & McCarthy, Auburn, N. Y. 
COUNSELLOR AND DELEGATE TO 

THE U. S. CHAmsBer or Commerce. Roger A. Selby, The Selby Shoe Co., Portsmouth, Ohio, and 

Frank S. Farnum, Churchill & Alden Co., Brockton, Mass. 

hse ee Dia. vaso whe R. F. Morse, Cantilever Shoe Co., Brooklyn, N. Y. 

AUDITING John R. Garside, A. Garside & Sons, Long Island City, N. Y. 
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[CONTINUED FROM PAGE 35] 








to get the benefit of that. Our whole theory is based on 
the fact that the farmer is not going to be protected by 
a 15 per cent duty on hides and skins, as well as some 
other general sound economic reasons. 

“In the first place, hides and skins are an absolute 

necessity in order to take care of our total requirements 
of that class of material. In other words, we do not 
produce enough calves or cattle to take care of our 
demand. We absolutely have to import 30 per cent of 
the cattle hides and 40 per cent of the calfskins. It 
isn’t as if we had overproduction. We have to import 
that, no matter what happens, and as time goes on we 
will have to import even more. 
} “In the last five years the cattle production in this 
country has decreased 16 per cent. Not many years 
ago for every person there was about 58/100 of a head 
of cattle in this country. Today there is not over 
29/100 of a head of cattle, and that percentage is de- 
creasing. 

“So we are dependent on the foreign market for our 
raw stock. 


66 DUTY on hides and skins would mean this: First 

an increased cost of leather itself amounting to 
approximately 10 per cent, and after being converted 
into the finished product, approximately 1214 per cent; 
or, taking the shoes as an average, it would mean in 
men’s shoes approximately 20 cents a pair, and ratioed 
down in boys’ and little men’s accordingly. That means, 
however, to the ultimate consumer not 20 cents a pair; 
it means 30 cents a pair, because the retail merchant 
adds on to his costs what would be equivalent to 50 per 
cent on the cost price, or 33 1-3 per cent on the selling 


HE convention opened on Tuesday morning with 

| routine reports of the president and other officers, 
together with reports of various committees. The 

report of the budgeting committee, rendered by Ray- 
mond P. Morse, chairman, carried with it a resolution 
to change the by-laws pertaining to membership fees, 
which will augment the revenue of the association and 
give it approximately $48,000 for the year, 1929. Re- 





What was Said at the Convention 





price. In other words, conservatively speaking, the 
actual cost to the ultimate consumer would be 30 cents 
a pair unless, of course, it was taken out of quality. But 
we are basing it on the same standards of quality. If 
anyone is sufficiently interested, after we get through 
here, I shall be glad to go into the exact details as to 
how that is figured up, and I think I can prove that there 
is no question whatever regarding that statement. 


‘¢/T is estimated (and this may not be correct, but we 

are going to endeavor to have it figured accurately ) 
that that duty would cost the ultimate consumer from 
75 to 100 million dollars a year. That is a pretty large 
bill. No country in the world, other than Switzerland, 
has a duty on hides and skins.” 

In closing, he urged all manufacturers to use their 
utmost influence in the campaign for free hides and 
skins and a tariff on shoes. John C. McKeon bolstered 
the arguments in a short speech in which he declared 
that a united front in the campaign is necessary. “There 
is nothing to be accomplished in a duty on ‘shoes,’ he 
said, “unless we also can retain free hides and skins. 
The two are inseparable.” He urged the manufacturers 
to try to swing their retailer customers in line on the 
campaign. 

John Garside brought the discussion to a close by 
pointing out that while a duty on shoes will not add 
to the price of American-made shoes, a duty on hides 
and skins and leather would add materially to the cost 
of shoes produced in this country. This argument, he 
felt, should be made in appealing to retailers to support 
the association’s tariff policy. 





ports continued through the afternoon session, which 
was punctuated by short addresses by those two noble 
veterans of the association, Aaron S. Kreider and Sol 
Wile, first secretary of the organization and a prime 
mover in its establishment, 25 years ago. 

Among the first afternoon speakers was Dr. Hugh G. 
Baker, chairman of the Trade Association Committee 
of the United States Chamber of Commerce, who 
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sketched the growth of trade associations and outlined 
some of their activities. The chief values and function 
of a trade association, he declared are the development 
of an industry consciousness and the organization of a 
definite program for development within an industry. 
Speaking of the benefits to members accruing from trade 
associations, he declared that careful analysis shows the 
chief benefits to be acquaintanceship, good-fellowship 
and the building up of mutual confidence among mem- 
bers of a given industry. He suggested the projection 
of trade associations to include all allied groups in a 
given industry and the fostering of amicable relations 
between the public and an industry. 

The trend of modern merchandising was outlined by 
John Sterling, vice-president of the McCall Company. 
He pointed out that modern traffic conditions, the auto- 
mobile and the development of a tremendous style urge 
is changing our merchandising methods. For all but 
style merchandise, he said, congested traffic is driving 
trade to the outlying districts in our larger towns, while 
the automobile is bringing trade to the larger and medium 
sized towns. He predicted that the shoe trade will 
be driven to the larger retail units, principally the de- 
partment stores, who have the facilities to build up real 
style authority and to the chain stores. He also urged 
the shoe manufacturers to specialize in certain types 
of shoes, rather than to produce complete lines for 
every occasion and use and to become real style au- 
thorities within their specified lines. 


ENERAL business conditions at present may be re- 

garded as satisfactory and the rest of the year holds 
little in prospect that will change the situation according 
to K. K. Van Meter of the Department of Economics, 
College of the City of New York, who discussed at 
some length the factors bearing on the economic situa- 
tion. A possible rise in the Federal Reserve rediscount 
rate because of expanded credits presents the only 
cloud on the financial horizon, he said, and this may 
have but little effect upon general business and will be 
offset by improvement in the technique of banking and 
a readjustment in the stock market. 

The afternoon session closed with short addresses by 
A. H. Geuting, president of the National Shoe Retail- 
ers Association, and John C. McKeon, who rendered a 
report on the recent style conference. Mr. Geuting 





urged close cooperation between the retailer and man- 
ufacturer organizations and support of the men’s shoe 
campaign now being carried on by the retailers. Mr. 
McKeon, in discussing plans for the next allied style 
conference in May reported that it will be held in the 
grand ball room of the Hotel Astor and that the leather 
exhibit will be more comprehensive than ever before. 


HE Wednesday afternoon session opened with an 

address by John E. Edgerton, president of the 
National Association of Manufacturers, who chose 
“Ethics” as his topic. The reationship of the manu- 
facturer with his fellow manufacturer, he declared, 
is more important than the relationship between manu- 
facturer and employee or manufacturer and his public. 
He made an earnest plea for the real application of the 
Golden Rule in the dealings among men of the same 
industry. “Treat your competitors as you would have 
them treat you,” he said. “We are living in a new age 
and it is necessary for us to readjust ourselves. The 
war changed everything. There was a huge gain in our 
productive capacity which has made competition most 
keen and this often leads to sharp practice. There is a 
tendency to avoid competition by large mergers which 
are expected to dominate the markets. In the formation 
of many of these mergers I have noticed a tendency to 
(disregard the rights of others. We are too materialistic 
and should think and practice real ethics in business, 
particularly in our relationships with our fellow manu- 
facturers in the same industry.” 

He also pointed out that too much emphasis has been 
placed on production and that the new big problem 
facing industry is that of distribution. 

He was followed by Alvan T. Simonds of the Simonds 
Saw & Steel Company, Fitchburg, Mass., who discoursed 
on economics and drew a rather pessimistic picture of 
what is facing business in general in the next few years. 
Working with charts he showed the trend of business 
following various wars and said that if history repeats 
itself the general downward tendency of business will 
continue until a low point is reached 30 years after the 
war. On other charts of business trends compared with 
money rates he drew the conclusion that beginning in 
March, this year, business will start downward and so 


continue through 1930. 
[TURN TO PAGE 49, PLEASE] 
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IF ¢ Live in an Eva of -Merchandising 


By HENRY W. COOK 





I 


ability. 





GLORY in the efforts of the smaller manufacturer who strives to get his own individ- 
uality into his product; whose pride in his product 1s his greatest pleasure but who is alive 
at the same time to the importance of correct merchandising and who, as he develops in 
business sagacity develops a correct buying and selling policy to support his manufacturing 


In these days of mergers and combinations it taxes one’s agility and resourcefulness to 
keep pace, but I like to believe that there is still a place and ample room for every manufac- 
turer, however small, and for that matter every individual retailer, who puts his own indi- 


viduality into his merchandising and makes an intelligent study of the market open to him. 








The following is an excerpt from the annual 
message delivered by President Cook at the con- 
vention of the National Boot and Shoe Manufac- 
turers Association this week.—Tue Epiror. 


QUARTER of a century ago we could hardly be 
called an industry in so far as organization is 
concerned. We were simply individual concerns 

manufacturing a necessity with each man playing the 
game for his own selfish interests. In those days what 
we now recognize as “outside competition” was un- 
known. The advent of the automobile, the radio, modern 
household appliances, etc., together with the war, changed 
the whole picture. All of these elements have been a 
real challenge and menace to the industry as a whole. 
Fortunate it was that twenty-five years ago a small 
group of earnest and sincere manufacturers, some of 
whom are here today, had the vision and were far-sighted 
enough to look into the future and to lay the founda- 
tions for this association that has served the industry 
so faithfully during the past quarter of a century. 
Moreover, in addition to the great changes outside the 


industry to which I have just alluded, important changes 
have also come about within the industry that are espe- 
cially significant to our smaller units. 

In step with practically all lines of business the shoe 
industry has gradually been converging into larger man- 
ufacturing units which, together with the chain stores, 
where manufacturer and retailer are merged into one, 
has brought about a serious and troublesome problem 
for the smaller manufacturer. Were it not for this 
association, which always seeks to do what is best for 
the industry as a whole, the smaller units would have 
little or no protection whatever. 

History seems to move along in what are commonly 
known as “periods” or “eras” during which men’s 
thinking and activities are centered and directed toward 
certain phases of our development. New conditions 
call for new lines of action, exemplifying the old adage 
of necessity being the mother of invention. 

The early days of our association came almost at the 
close of that period during which the mechanical end of 
the shoe industry was being revolutionized. Great im- 
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provements have since been made along the line of speed- 
ing up production, but the basic principles of manufac- 
turing shoes; such as the sewing machine, Goodyear 
stitchers, etc., have not undergone much change during 
the later years. The period covered by our association 
has, however, witnessed another revolution equally im- 
portant to us all, and I believe we might rightfully call 
it the “Era of Merchandising Revolution.” 

Most of us, who thought we knew something about 
the shoe business, have had to go to school again to 
study and learn the retail or merchandising end of the 
game. I believe that during the past ten years at least 
the success or failure that we have obtained in our own 
individual business can very nearly be measured by the 
degree to which we have solved our merchandising 
problems. Measured by these changes and accom- 
plishments, the quarter of a century covered by the life 
of this association will go down in history as a most 
important one, and I might go one step further and say 
that the “Era of Merchandising Revolution” has not 
yet run its course nor can anyone be so bold as to predict 
how far it will lead us. 

The year just closed has been a very trying and crit- 
ical one for your association. One year ago in Janu- 
ary, 1928, we took on a program that in the light of 
past performance seemed ambitious and almost portentous 
in that it meant a big step ahead and a long look into 
the future; to. many, what seemed a most radical change 
in our activities. 


M** I report in connection with this new program 
that, with your Managing Director, Mr. J. Otis 
Ball, who went into action in July, new quarters were 
secured, an entirely new office personnel engaged and the 
attention of your officers, executive committee and direc- 
tors pointed, and actively so, toward the larger prob- 
lems that we felt should be wrestled with and solved 
for the benefit of our members. 

Through bulletins you have been kept in touch with 
what has been undertaken and I hope that the results 
have proved at least partially pleasing to you. In any 
event, those who have had to do with the work have 


given their time generously and conscientiously and 
have been enthusiastic in everything that we have at- 
tempted. 

While I do not attempt to review the past year in all 
the phases that are of interest, the hide and leather 
market has been through so many violent changes dur- 
ing the year and in itself being such a troublesome 
factor with which to contend that I cannot help but com- 
ment upon it. 


HE past few months have brought an advance in 

sole leather, unprecedented in peace times, and more 
recently, the inevitable reaction has set in. The details 
are still too fresh in your minds to need rehearsing ; 
and once more cheap hides have ‘made high priced 
leather, and high priced hides have made, at least 
cheaper leather. 

These violent fluctuations have brought with them to 
the allied leather and shoe industries most unfortunate 
results. They have forced industries only just recov- 
ering from wartime inflation, into a highly speculative 
position, with resulting uncertainty and hesitation. 
Leather values have seemed to have no better basis than 
the purchaser’s urgency for raw material. 

All this is well understood by all, but perhaps we are 
again in danger of missing the obvious lesson—that the 
way to avoid such unfortunate results is to correct the 
causes that lead to them. 

It is, perhaps, true that a relative shortage of hides has 
developed, but most apparently it is true also that it is 
purely a relative shortage, and by no means has justi- 
fied recent sole leather prices. An impartial survey of 
conditions leads one to suspect that perhaps those in 


‘ position to exercise some control over hide and leather 


prices have seen but one side of the situation—have been 
so absorbed in studying the statistical position of hides 
and reduced tanning schedules that they have utterly 
failed to catch even a glimpse of the probable demand 
for the high priced leather made from those vanishing 

hides. 
May we not hope that soon it will become apparent 
[TURN TO PAGE 49, PLEASE] 
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Dig for Ideas 


HERE are by-products of every convention. 

A number of the papers, as read, have within 
them thoughts and expressions of great value to 
the progress of shoe merchandising. In these 
little “shop-talk-meetings” themselves a few dozen 
men listened with ears, but through the printed 
pages we carry to merchant-eyes the country over 
the brain children of these very sincere men. 

Perhaps a convention is justified by its by- 
products on the printed page. Education is the 
cheapest and freest thing obtainable in America, 
but evidently few adults want it in words uttered 
in convention. 

Events of the past week prove, however, that 
sincerity of understanding increases within the 
trade. There were 50 per cent more listeners to 
the major convention meetings than there were a 
year ago. The minor meetings where the real 
thoughts of progress were expressed were by far 
the more important, and we have saved these little 
gems of thoughts for further amplification in com- 
ing issues of the RECORDER. 

Conventions are but four days out of a year, 
and it is not to be expected that everything can be 
crowded in that short span of time—contacts with 
men, minds and ideas, the inspection of samples 
and ordering therefrom, ‘attendance at meetings, 
style shows and a general good time. 

There are many disannointments to be expressed 
over the week in general, but let it be known far 
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and: wide that there was a substance of discussion 
worthy of widespread attention. Here is one 
happy thought. 

It had its inception in the mind of Frederick M. 
Snyder of Kingston, N. Y. As a shoe man first, 
and a newspaper man second, and an international 
contact agent for big banking businesses, he threw 
into his talk wisdom and experience such as this: 

“The search for a substitute for gasoline is 
futile when we already have it. Some leather is 
the finest substitute in the world. Its wider sub- 
stitution for gasoline would increase human happi- 
ness. There are any number. of men who think 
because.their car shines it is quite all right to have 
their shoes look like hobo sandals, It’s a fine art to 
“Get chummy with his fect” so that he treats them 
to many pairs of good shoes and then treats the 
shoes like a polished gentleman should. A good 
goal for tomorrow would be “Happier Feet in 
Busier Shoes.” Let’s have more expert fitting and 
be paid for it. Let’s find ways to keep folks happy 
in the wider use of every kind of footwear. Let’s 
have faith in tomorrow sustained by finding the 
truth today! 

“Let’s have less calamity howling and give more 
sway to the tanner’s ‘bark.’ Gloom makers never 
take vacations. Merchants and manufacturers to- 
day must have courage to face tomorrow. The 
courage to seek the truth. The bravery to meet 
new opposition. Many a man has a good spinal 
cord, but no back bone to put it in. 

“In footwear, as in many other lines, the pur- 
chasing urge has changed from a basis of DURA- 
BILITY to one of DESIRABILITY. Hence the 
biggest worth becomes one of worthiness of de- 
sign and immediate utility value. Prosperous na- 
tions for ages past have gone through just this 


phase. Today the customer knows almost before 


the merchant what he ‘ought’ to have on display.” 

We previously have printed Mr. Snyder’s slo- 
gans, “If you knew shoes better you could sell bet- 
ter shoes,” and “The new law of business is not 
an eye for an eye or a tooth for a tooth” but “an 
idea for an idea and a truth for a truth.” 


Hold to Common Sense 


ITHIN the lobby of the Tower Building, Chi- 

cago, there is cut in the granite a statement 

of policy to be handed down to future generations 

as a policy of newspaper management. The last 

line reads: “And above all things hold to common 
sense.” 

We are now within a year of common sense, 

which must be held at all costs. No business 


‘needs it more than the shoe business. One speaker 


at the convention was perfectly all right in telling 
the merchant to teach his staff to love their work 
and to find joy in the handling of shoes. 
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He was all wrong, however, in giving to the re- 
tail shoe clerk three words applicable to men’s 
shoes, with a slight change of those words appli- 
cable to women’s. He said the clerk should pick 
up a man’s shoe and give it the pat of appreciation 
and say, “snappy” and then pause, “serviceable” ; 
another pause “splendid,” and these three words 
would sell the shoes. 

In women’s shoes he first asked that the clerk 
pet the shoe and say “snappy,” then “stylish,” then 
“splendid.” So much for that. In your own mind 
you can analyze the value of those utterances. 

Every day one is impressed by the great and 
crying need of educational advertising of shoes. 
It is astonishing to know how little the great 
mass of people know about shoes. Still more aston- 
ishing is their ignorance of the wse of shoes. Peo- 
ple know all about style, fit, color, materials and 
all that, but they know nothing about how a shoe 
is made, what it needs in care, what it will stand 
in abuse, how and when certain shoes should be 
worn, or a thousand and one other things of that 
kind. 

Shoe advertising has drifted into a sort of ether- 
eal, mystic, realm of “Beauty, Fashion, Charm, 
Impeccability,” and a lot more of that sort of mush. 
Illustration of shoes has become so “futuristic” 
it can hardly be recog- 
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ly unimportant class listed in the Blue Book and 
comprising a great many slow pay and no pay, 
read the advertisement and said: “How Clevaw! 
Rully Chawming, dontcherknow, I mean its simply 
killing, dontcherknow.” And the great mass of shoe 
buying and bill paying people said: “What the 
hell is this guy trying to get across?” 


Canvassing Quits 


ITH the old year died house-to-house can- 

vassing. After eight years of prolonged suf- 
fering the much heralded method of merchandising 
to eliminate the retailer dies of its own weight. 

A number of years ago we made a personal in- 
vestigation of house-to-house selling, and actually 
operated in canvassing. When the field was young 
the idea was new and the public was willing. Time 
test methods of merchandising found something 
odd in house-to-house canvassing. 

The human element defeated it—the interrup- 
tion to the housewives’ daily work. Incessant 
doorbell ringing spoiled the game. 

Study the habits of womankind and you will 
note that the shopping instinct is one that never 
dies. The ability to compare values, one store with 

another, wins in the 





nized as shoe pictur- 
ing. There is so much 
“art” in advertising 


The Reason Why 


end. 

The door-to-door 
salesman fared a bit 
better with hosiery 


that good selling has 
become lost in the 
shuffle. 

There is a tendency 
toward snobbishiness 
and high hat. A re- 
cent advertisement, 
highly praised by the 
“experts,” was  s0 
high-brow and society 
tinted that it was com- 
pletely over the heads 
of 90 per cent of the 
people. It was in- 
tended to sell shoes to 
the masses no doubt, 
but its appeal was to 
the few only. And 
those few a doubtful 
quantity. 

Imagine spending 
$700 in a newspaper 
to sell shoes to a hand- 
ful of people! A 
waste of about 250,- 
000 of the newspa- 
per’s circulation with- 
out doubt. That high- 





ARTHUR CADDEL COMPANY 
DEPT. STORE 


Paris, Texas 


We are enclosing our check for $3.00 in pay- 
ment of one year’s subscription to the Boot and 
Shoe Recorder. Please place our name on your 
regular list and see that we receive it regularly, 
as our shoe men are very anxious for it. 

Yours very truly, 
(Signed) ARTHUR CADDEL COMPANY 
DEPT. STORE 


Merchandise managers of big department 
stores such as that of the Arthur Caddel Com- 
pany wisely allow their buyers access to every 
profitable source of information regarding the 
merchandise they buy and sell. The head of 
this company may never have heard of the Boot 
and Shoe Recorder, but his men in the shoe 
department had—and wanted it. 

This wide friendship for the RecorvEr is not 
based on sentiment but on the realization that 
its editorial content is of very real help in solv- 
ing the day-to-day problems encountered in 
merchandising footwear. 


ea! 


Stat Eo Tub 
President. 








than with the compli- 
cated business of shoe 
sizes, but even that di- 
vision quit with the 
old year. The dollar 
sale in the store 
stopped that petty 
irritation. Also, it 
cost much overhead 
money to sell by the 
house-to-house meth- 
od. The selling cost 
was oftentimes great- 
er than all the items 
of store service com- 
bined. 

The shopping im- 
pulse gives to woman- 
kind the great adven- 
ture of selection, and 
she comes back to the 
store and the old or- 
der of things. 

Make your store at- 
tractive, courteous and 
interesting to the cus- 
tomer. 
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Date of Sale Recorded in 
Code 


OLLASTON, MASS. — When 

Mrs. “Whosit” comes back and 
says “Mr. Stewart, I have had these 
shoes only three weeks and just look 
at them! Do you think they should 
wear out like that, when I only wear 
them afternoons?,” P. J. just looks 
in the linings for his private date 
stamp. This usually tells him that his 
unfair fair customer has had the shoes 
in question sevérdl months, not a fe@ 
weeks. 

Each pair of shoes, rubbers or tennis 
that goes out of his store bears a stamp 
showing the date sold, but the customer 
does not realize this, as the dates are 
stamped in a peculiar manner. Instead 
of saying “Feb. 12, 1929,” the stamp 
will read “4329.” Translated this means 
the 43rd day of 1929. Jan. 5, 1929 
would read 529. By starting from Jan. 
1 as 1, and continuing up to Dec. 31 
as 365, then using the last two figures 
of the year, a private code is obtained. 

Quick reference may be made 
through using a bank style .calendar 
which gives the consecutive numbers of 
the days of the year. When a shoe 
comes back for exchange, it is a simple 
matter to stamp over the old number, 
whereas if a regular date stamp was 
used, the appearance of the old date 
would tend to provoke unfavorable com- 


mient. 
ee 


Using the Phone and the 
Post Card 


RAND RAPIDS, MICH.—Two 
methods are used by T. L. Ham- 
mond to good advantage in presenting 
his Foot Saver Store to the public— 





“Don’t carry a money bag 
dangling from your arm. Carry 
a small purse in hand, with a 
little money in it. Replenish the 
money when necessary from the 
roll in your stocking.” 

Inspector Kane, of the Lynn, 
Mass., police department, passed 
out this bit of advice to Christ- 
mas shoppers as a means to foil 
snatch thieves and pickpockets. 

Well, it’s easy to put a roll in 
a stocking; but getting it out 
again isn’t so easy. 











the telephone and the one-cent govern- 
ment post cards. 

In a store like his, carrying one line 
of shoes, personal contact counts for 
a great deal, so the telephone is freely 
used to inform the store’s friends of 
the arrival of new shoes suited to their 
particular needs. This is possible to do 
successfully only by knowing the in- 
dividual requirements of each custom- 
er quite well, and by building customer 
confidence to the point where the cus- 
tomer will readily understand that the 
store is trying to do them a service 
and not sell something. 

A small, well selected mailing list re- 
ceives postcards fairly often, telling 
of the new shoes as they arrive. Post- 
cards are also used to good advantage 
during the August four-day sale. Every 
shoe that the store wanted to dispose 
of was suld through the means of a 
private sale. This was done through 


sending 750 postcards to women who 
were regular patrons of the store. Dur- 
ing the sale period there were no signs 
plastered on the windows, no flamboy- 
ant newspaper advertising—just a dig- 
nified sale, which, as stated, did the 
work a sale should do. 





Selling Shoes to Chorus 
Girls 


NDIANAPOLIS, IND.—Sh! sh! 

sh! Bill Owen is chasing around 
the theaters and trying to make dates 
with all the chorines. Not only that, 
he is writing letters to them and sign- 
ing his own name. As it seems to be 
usual court procedure to produce 
letters, here is exhibit A. 

“Dear Miss Smith: 

“First of all, we wish to welcome 
you to Indianapolis and sincerely hope 
that every hour of your visit here will 
be filled with pleasure, and that your 


.. professional engagement will be most 


successful. 

“Secondly, we wish to invite you to 
make Rink’s your shopping head- 
quarters while here. We particularly 
wish to call your attention to the beauti- 
ful Queen Quality stage and theatrical 
footwear, featuring high heels and 
short vamps. 

“We hope we may have the pleasure 
of serving you.” 

To be thoroughly impartial in the 
matter, a letter as above is sent to all 
the females of the visiting road com- 
panies. These names are furnished by 
the theater management. Out of 50 
letters sent, it is usual to get the sale 
of around 15 pairs of shoes. If a pay 
day happens while the company is in 
town, the sales may run up to two or 
three times that number. 

This town averages a show a week 
for the four month season, so Owen 
has developed something good for his 
store. This is not all by any means, 
for that boy plays. all the angles. 
Signed photos of the star and members 
of the chorus are often put in the win- 
dow with a little card telling a story 
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of why Miss prefers this particular 
shoe and that her size is ——. It igs re- 
markable the interest this creates in the 
public at large. A corner of the shoe 
department is being fitted up with a 
couple of easy chairs, writing desk, 
smoking stand and table for the com- 
fort of the visiting firemen. Theatrical 
folks are a clannish lot, so the word is 
being passed along the line, “Wait until 
you get to Indianapolis before you buy 


any shoes.” 
*x* * * 


A Marker on First Size of 
Each Line 


UINCY, MASS. — Says James 

Moorhead, Jr.: “Putting a marker 
on the first size of a line, giving the 
stock number, retail price, P. M. if any, 
is a great help in speeding up the selling. 
This idea will do away with any ex- 
cuse for quoting or selling shoes at the 
wrong price. When the price or P. M. 
is changed, it is only a minute’s work 
to change the marker.” 

The marker Jim refers to is one of 
the patented clips sold in any stationery 
store and is about an inch square. This 
gives him plenty of room to write all 
the necessary information. 


* * * 


The Right Last for All 
Ages 


ANSING, MICH.—H. W. Scham, 
buyer for the Dancer-Brogan Co., 

has shown a remarkable increase in his 
children’s business. I think the secret 
of it is in the sales talk that he has 
trained his selling force to use. This 
is built on the argument that the store 
is eminently qualified to fit the fem- 
inite foot in all its stages through life. 

Nine different lasts and types of 
shoes are required to do this properly. 
Various stages of development requjre 
lasts that are proportioned properly and 
will allow the foot to develop along 
natural lines. These nine different types 
as outlined by Mr. Scham are: 

A—Soft sole. 

B—First step or 2 to 4 run. 

C—Little welts in sizes 4, 4% and 
5, shoes with a bit of an arch and a 
curve to the last. 

D—the 5% to 8 run of welts, with 
the last becoming a little more slender. 

E—sizes 8% to 11, these having a 
wedge heel to raise the arch a bit. 

F—sizes 11% to 2. Here a straight 
heel is used with the last cut out more 
under the arch and a more shapely proc- 
ess continued through this run. 

G—2¥% to 6, where the heels will 
average around 8/8 to 10/8 but with 
widths as narrow at AAA (this is fill- 
ing a gap left open in many shoe 
stocks). 


i 
‘ 


Actual Sample of the 
Scoteh Graiu Leather. 
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Selling Men’s Shoes by Mail 


_ BOBBIE is an Old Friend long before ore it i an Old Shoe! 


Io Black or Tan Scotch 
grain, as illustrated xclu- 
sively at this store, of conrse 


MDABNEV6o 


Men's “Department 


ICHMOND, VA.—The clever little folder reproduced above, mailed to a 
selected list of men customers throughout the South, has been responsible 

for a large number of mail orders received by F. W. Dabney & Co., of this 
city. The cover of the folder shows two Scotchmen dressed in kilties and 
equipped with bagpipes. Beneath that is the teaser line “Once There Were Two 
Scotchmen.” The inside tells the story as shown above—the Bobbie shoe in 
black and in tan Scotch grain leather, and a sample of the leather is firmly 
pasted to the folder. Charles Thurston, buyer and manager of the men’s shoe 
department, picked the shoe in the anticipation that it would go over big with 


his young men’s trade—and he was not mistaken. 


The color scheme of the 


folder also is typically Scotch—red, white and black. 





H—the misses, 4 to 9 run, with 
mostly 12/8 heels, extreme narrow 
widths of course, and considerable style 
in the merchandise. 

I—lastly, the adult types of women’s 
shoes. 

A 40 per cent increase in business 
last August was brought about through 
featuring shoes for college and school 
girls during that month. The response 
was very much greater than in pre- 
vious years when an attempt to in- 
crease volume was made through sales. 


x* * * 


This Carton Sells the Shoe 


ASHINGTON, D. C.—Develop- 

ing the thought that the beauty 
of good footwear is enhanced in the 
eyes of the purchaser if attractively 
wrapped, led Robert Berberich, Jr., to 
design a most gorgeous shoe carton. 
This carton is of stiff board covered 
with silver paper. In one _ corner, 
printed in black ink, is a cut of the 
Capitol Dome, under which, in neat 
letters, are the words, “Berberich, 
Washington, D. C.” 

All shoes sold from the second floor 
are first wrapped in black tissue paper, 
before being packed in these boxes. 

One other good stunt in connection 
with these boxes, which makes a pro- 
found impression on the recipient of 
the package, is the writing of the cus- 


tomer’s name on the name plate each 
box is provided with. These plates are 
about three inches long and of the same 
silver paper as are the boxes. A 
couple of slits in one end of the box 
keep the plate in place. Stores whose 
clientele would appreciate this high 
class service will be interested in 
learning that a large number of custom- 
ers have taken the trouble either to 
phone or write their appreciation of the 
way their shoes came packed. 


* * * 


Why Boost Repairs? 


RAND RAPIDS, MICH. — In 

citing reasons which tend to re- 
duce the pairage of men’s shoes, A. M. 
Weltin said, “If the average man’s 
shoe has a life of six months, why 
urge a customer to prolong this life 
another three or six months, through 
having his shoes repaired? I never 
heard of a repair shop boosting a 
shoe store, so why should a shoe store 
boost the repair business to the detri- 
ment of their own pocketbooks. Big 
shoe stores go so far as to operate 
their own repair shops and other stores 
go out of their way soliciting shoe re- 
pair business. The few pennies gained 
through these policies is greatly offset 
by the numbers of sales of men’s shoes 
that are lost.’’ 
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New shoe department of Famous-Barr Co., St. Louis 


Practical -Codernism 


FAMOUS-BARR GOES THE LIMIT IN NEW 
DEPARTMENT 


keynote in the furnishings of the new shoe de- 

partment of the Famous-Barr Company, in St. 
Louis. The department recently was moved from the 
second to the third floor of the store, which runs the 
length of a city block and covers 15,000 square feet 
of floor space. 

The section has a seating capacity of three hundred 
and fifty. The furniture is of the rich upholstered 
type such as one would find in any elegantly furnished 
living room. The section is completely fixtured in 
American walnut, with an open grain finish. The 
appointments such as display cases, lamps and panelled 
walls carry the modernistic theme. Stock bins are 
concealed from view and are entered by means of 
openings carved out in modernistic effect. 

Built into the wall and column enclosures are 83 
display cases. Artistically scattered about the floor are 
gorgeously trimmed cases each employing a new con- 
cealed lighting device. 

A special room, 20 by 30 feet and known as the 
“Salon Moderne”, is elaborately designed, with special 
ceiling tapering to a lighting trough of chrome metal 
with cut and hand-colored glass panels. In conjunc- 
tion is a private shoe fitting room where costumes may 
be matched—a service which women appreciate. 


Presse modernism has been selected as the 


Adjoining the department is a section showing im- 
ported and domestic hand bags for daytime, afternoon 
and evening wear; and a hosiery section primarily 
devoted to chiffon hose which harmonizes with foot- 
wear and bags. 

Also provided is a shoe repair desk, telephone booth, 
especially designed shoe fitting stools, wagons with 
trays on which buckles may be brought to the customer 
for selection, waiting room and two consulting rooms 
in the Orthopedic department. 

The Salon Moderne will feature the ultra smart 
footwear of the section including the merchandise of 
foreign manufacturers, the price range being $13.50 
to $35. 

The main section will feature footwear at $10 to 
$14.50. The “Surety Six” section will provide for 
the special lines of shoes featured by the company at $6. 

Separate sections are maintained for boudoir slip- 
pers, buckles, ornaments and shoe findings. 

It is said that the department costs more than 
$200,000 to. complete. The capacity of the shelving, all 


_- concealed, is 55,000 pairs of shoes. 


Marcus Rice is general manager and buyer of the 
department. The men’s and boys’ shoe department 
has not been moved from the second floor. 
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Selling the ‘Dancing ‘a Tass 


PERSONAL CALLS ON INSTRUCTORS PLUS 


LETTERS GIVE 


business is being picked up by a number of 

shoe merchants, through the sale of profes- 
sional dancing footwear. Under this classification 
come taps; the commonly known and generally carried 
ballet slippers; soft dancing sandals; and six or eight 
other variations of dancing footwear recommended by 
dancing instructors. 

One striking bit of information gleaned from talks 
with two shoe merchants is that a good line of ballet 
slippers, aggressively handled, has proven to be an 
excellent means of stimulating business throughout 
both stores. 

These stores are of entirely different types. One, in 
Toledo, is a shop specializing in women’s popular priced 
style shoes. The other, in Indianapolis, is a down- 
town family shoe store. Both stores, however, told 
stories that clicked in every detail. ‘ 

Taken for granted that a store has a stock of care- 
fully selected dancing footwear, has good consistent 
window displays and a thoroughly trained salesforce, 


A esines i. being amount of extra profitable 


the only thing remaining to be done is to use the per- 
sonal solicitation method. 


BEST RESULTS 

A personal call on the heads of the important danc- 
ing studios will reveal many interesting things, the 
most important being the exact kind of footwear the 
instructor favors. 

The experience of V. S. Scott of the Barbara Shoppe, 
Toledo, is that he found the dancing instructors were 
in a very receptive and approachable mood when they 
discovered he intended to carry types of footwear that 
they regarded as best suited. The head of one of the 
popular Indianapolis dancing schools designed a toe 
dancing shoe, so Fred C. Schinke of the Walk-Over 
store, promptly capitalized on that selling point to 
good advantage. 

The first week after the letter reproduced here was 
sent out, the number of customers who responded gave 
the store the appearance of a fire sale. The special 
dancing shoe department set aside in the rear of the 
store has proven very popular. One good angle to 
this dancing shoe business is that nearly every pupil 
who came to the store to buy these shoes was accom- 
panied by one or more older persons. This gave the 
salesmen a wonderful chance to talk Walk-Overs, an 
opportunity of which they availed themselves quickly. 

[TURN TO PAGE 74, PLEASE] 


Dancing footwear is shown up 

front in the window of the 

Barbara Shoppe. Eight different 
styles are shown 
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Rural Consumers Want Price, Quality 


and Sincere Store Service 
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By R. A. PETERSON 


OUNTRY volume, I 
C believe, is more fixed 

and stable than city trade, 
inasmuch as the city trade yields 
readily and follows closely the 
whims of fashion, whereas 
country trade is somewhat more 
conservative and is not so much 
affected by the numerous 
changes in the styles of foot- 
wear, Keen salesmanship fol- 
lows changes in style, and city 
trade responds in volume ac- 
cordingly. 

The retailer is interested in 
getting his share of the busi- 
ness, whether the gross sales of 
his trade area, be it town or 
country, are fixed or change- 
able. The same general prin- 
ciples of salesmanship that 
make for success or failure in 
the city may also be used to 
_ advantage in dealing with the 
small town or country trade. I 
am convinced that the shoe re- 
tailer, in common with produc- 
ing and distribution agencies N.S. 
the country over, is forced 
through present economic con- 
ditions to revamp his program greatly from that of a 
few years ago, and is forced to keep constantly on the 
alert for ways and means of improving his methods. 

Country trade is interested in low price, in quality 
goods, and in friendly, sincere sales service. Low 
price appeals to the farmer, but quality must be pres- 
ent, also. His footwear is given hard usage and must 
be of good material and well made in order to make 
him a satisfied customer. If he buys a pair of shoes 
for Sunday wear, he thinks of a comfortable fit, and 
also of having a serviceable every day shoe when the 
shine has worn off. The retailer who caters to the 
country trade needs to study the footwear needs of 
his farmer patrons and serve them accordingly. 
Weather, seasonable changes, type of soil, (sandy or 
clay), kind of farming, and other local conditions 


reactions. 


Mr. Peterson, who is a county agent with 
headquarters in Wisconsin Rapids, Wis., 
outlines what he believes the best method 
of merchandising in country communities. 
Although not a merchant himself, never- 
theless he knows country people and their: 
This article is taken from an 
address which he made before the recent 
R. A. convention in Chicago 


should be considered in pur- 
chases for country trade. Don’t 
“high hat” the farmer. Give 
him the credit that he deserves 
of being just as intelligent a 
buyer as the city man, even 
though his method of buying is 
different. The city customer is 
brisk and wants quick service; 
the farmer buys more slowly. 


H* is pleased to have you 
show an interest in his 
crops, his herd, and his farm 
program generally. It pays to 
get acquainted with him. Low 
price, quality goods, and friend- 
ly sincere sales service will help 
to gain his confidence. Top it 
all off by “backing up your 
goods.” Tell him to bring the 
goods back if they do not give 
satisfaction, and he’ll feel still 
more confident of you. If you 
have sold him the kind of shoe 
or boot that you should have 
sold him, your chance is good 
of having him come again. He’ll 
boost for you, too. If you fool 
him, you are only “kidding” 
yourself—and that doesn’t pay. 

The farmer’s daughter wants just about the same 
kind of slipper as her city cousin wears. She is willing 
to let the style of the day and the pattern that attracts 
her eye be her guide. The son may be a trifle more 
conservative, but wants up-to-date footwear. The re- 
tailer will render both the son and the daughter a ser- 
vice in fitting them with footwear that is bound to get 
more or less rough usage. The good wife appreciates 
the same neat slipper that takes the daughter’s eye, 
but is inclined to be more conservativé and is wating 
to let comfort influence her choice. 

I believe that retailers need to study local conditions 
as to the class of trade, buying power, etc.; and to 
stock: accordingly. Examples are common df shoe 
men experienced with city trade that have failed when 

[TURN TO PAGE 74} 
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IV Live in an Eva of Merchandising 


[CONTINUED FROM PAGE 41] 


to all that there is a well defined price stage beyond 
which leather ceases to be the necessity we have been 
taught to consider it—a point beyond which prices can- 
not be pushed without such resulting substitution as to 
wreck the whole price structure. 

After all, the public has pretty well defined ideas as 
to what it ought to pay, and will pay for shoes. If all 
of us—hide men, tanners and shoe manufacturers—can 
keep that fact more clearly in mind and perhaps think 
more about it and less about the statistical position of 
hides, may we not hope in the future to avoid most of 
the violent fluctuation of sole leather prices—and 
thereby stabilize prices at a level that will permit for 
all full production with a steady profit to all branches 
of our industries? 

Many times during the past year I have felt the same 
complexity of mind as Lincoln when he questioned 
himself. “Must a Government of necessity be too strong 


for the liberties of its own people or too weak to main- 
tain its own existence?” I like to feel that our own 
organization should not be so strong in its thoughts for 
itself and its own preservation as to overlook the welfare 
of its individual members, and in doing so be too weak 
for its own existence. I do not like to believe, and do 
not believe, that some units in our industry have grown 
so large that they have become sufficient unto them- 
selves and find that our association is of no value to 
them. And, too, that their interests and problems are 
at variance with those of our members. 

Trade associations are becoming a more important 
factor in our national business life. It is generally 
recognized now that we compete for our share of the 
consumer’s dollar more as industries than as individuals 
in those industries, and the industries that are working 
most harmoniously and unitedly within themselves are 
the ones that are forging ahead most rapidly. 


TV hat was Said at the ( onvention 


[CONTINUED FROM PAGE 39] 


With this as a premise, he asked: “What can we do to 
make business better?” 

His answer was to foster more economic education 
among business men. He urged the support of schools 
of business, the dissemination of economic books and 
literature to give business men a more scientific outlook 
on industry and also pleaded for financial support of 
the Stable Money Association, which has for its object 
the basing of money values on something other than 
gold, to prevent the fluctuations now current. 

Fraser Moffatt, president of the Tanners Council, 
brought the greetings of his association to the silver 


ty 
SAG 


ye 
sew Ye 
PCS VTS 


eS 


Seteedinadinall 


anniversary of the Manufacturing Association. He 
touched only lightly on the leather situation, declaring 
that leather producers are no longer speculating but are 
making up leather only as it is wanted by the shoe man- 
ufacturers. He urged close cooperation between the 
two groups. 

The convention closed with a banquet on Wednesday 
night at which Mr. Cook presided. Entertainment was 
furnished by the Roxy Quartette, and the speakers were 
Arthur D. Anderson, editor of the Boor aANnp SHOE 
Recorper; Dr. Stephen S. Wise and Donald Ogden 
Stewart, novelist. 
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HIGH SHOES 
IN STOCK 


MANY A MAN PREFERS THEM 
This is the LAKEWOOD, a Black Kid Com- 
bination Blucher at $6.75. B 614/11, 
CD 514/11, E 544/10 Rubber Heels. 


WE STOCK THREE KID BALS, THE LENOX, THE 
ETON AND THE BUNION 


SEND FOR OUR STOCK 
CATALOG 
Herywoop Boor & SHOE Co. 
MANUFACTURERS OF MENS Fine SHOES NEW YORK - 475 FIFTH Ave. 
Worcester,Mass.ViS.A. oF Rae 
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Truitt Brothers, Inc. 


Manufacturers 
of 


Children’s Shoes 
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DEMAND ror 


SPORT SHOES 
Sull Growing! 


EPORTS from style shows in Boston 
and Chicago, results of investiga- 
tions and the plans of many manufactur- 
ers, all verify the expected demand for 
sport shoes the coming season. 


When it costs no more to have the best 
why not specify Harco Plantation Finish 
Crepe for your sport shoes. The results 
will satisfy. 


HARTWELL LEATHER CO. 


MALDEN, MASS. 
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AtTRACTION OF THE 


URROUNDED by crowds constantly 

at all four day and night sessions, 

the new Compo Process in actual 
operation was the big exhibition feature 
of the Chicago Convention! 


Occupying entire lobby at the entrance to 
the exhibition hall, a complete Compo 
unit demonstrated how the Shoe of To- 
morrow will be made without nails, 
staples or stitches. 


Leading manufacturers and merchants 
came to criticise—and remained to watch 
with fascinated interest this finest of foot- 
wear by adhesive processes. 


Besides the actual construction of a 
Compo Shoe—practically every merchant 
manufacturer attending the show saw 
other process shoes through an X-ray 
machine. They saw the scores of tiny 
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COMPO SHOE MACHINERY 
CORPORATION 


Main Office and Works, New Brunswick, N. J. 


30 East 42nd St. 
BOSTON NEW YORK 


CONVENTION 


nails and staples hidden in the sole of 
this type of footwear. Then they looked 
at a Compo-made shoe sole through the 
X-ray machine—and saw no nails or 
staples in its sole! 


These critical-minded experts saw, felt, 
flexed and tested Compo-made shoes— 
and then gave unstinted and sincere 
praise to the amazingly perfect results of 
this radical departure from all standard 
shoe making methods. 


Nor did they limit their endorsement to 
lip-service, for during the four days of 
the convention orders were received by 
wire and air-mail for Compo-machines. 


The Compo Process sold itself 100 per 
cent to every visitor to the Chicago Con- 
vention. 









208 W. Washington St. 
CHICAGO 


January 19, 1929 
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Compo Commanns 


APMITTEDLY THE OUTSTANDING. 
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The Triumphant Features of 
The Compo. Process é 


It produces a shoe which requires no nails, staples or stitch- 
ing to attach the sole to the upper. 


an 


<n <8 ss , 


As a result, the inner sole cannot be anything except per- 
fectly smooth and flawless. 


No channeling is required. 


Each shoe remains on thé original last until it is com- 


pletely soled. 


Thus the fit is more perfect and the finish is unmarred by 
handling and stretching. 
The sole and the upper are moulded as one. 


a Pe 


Six major construction operations are eliminated by the 
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“YOUR FOOTPRINT IN LEATHER” 


© 1929-6.9.0.6 CO, 


This is the slogan we have adopted to express The sole of a Matrix Shoe is scientifically 
dramatically the feature of MatrixShoes—the moulded to fit every curve and arch of the 
basic, fundamental difference in manufac- natural foot. For this reason a Matrix Shoe 
ture which makes Matrix Shoes unique-a pat- needs no breaking-in— it is in reality “your 
ented process which belongs to Matrix alone. footprint in leather”. 


E. P. REED & COMPANY. ROCHESTER, N. Y. 
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Matrix Shoe Advertising 
for Spring 1929 will reach 
Over Twenty Million Readers 


VocueE, exclusive Fashion Magazine, will carry a double page 
spread in full color in March, followed by a double page spread 
in black and white, and single pages in black and white. 


RorocGRAVURE ADVERTISEMENTS for Matrix Shoes 
will appear beginning in February and March in the following 
leading papers of the country... 


Atlanta Constitution : Nashville Banner 

Birmingham News and Age Herald New Orleans Time Picayune 
Chicago Tribune New York Times 

Cleveland Plain Dealer Philadelphia Ledger 

Des Moines Register and Tribune Pittsburgh Press 

Detroit News Providence Journal 

Houston Chronicle Richmond Times Dispatch 

Los Angeles Times Rochester Democrat and Chronicle 
Louisville Courier Journal San Francisco Chronicle 


Memphis Commercial Appeal Seattle Times 


The Matrix Idea and the Matrix In-Stock models for Spring 
will be pictured realistically and appealingly to your customers. 
Write us or inquire of our representatives about details of our 


merchandising plans. 


Prepare now to take full advantage of our national efforts by 
close co-operation in your local advertising, your windows, and 
your store signs. 


E. P. REED & CO... ROCHESTER. N. Y. 


New York Style Studio: Marbridge Building (Broadway at 34th Street) 
Chicago Office: 1316 Republic Building Philadelphia Office: Denckla Building 
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today... 


hundreds of people will LOCATE your 
shoe store, individualized by an attention- 
compelling Flexlume Electric. 








tomorrow ... 


in need of shoe store merchandise, these 
people will REMEMBER where your 
store is. 






HE day-time attraction of Flexlume electric 

signs, combined with night-time brilliance, 
means 24-hour-a-day advertising. Shoe stores, 
using them, will tell you that “Flexlumes soon 
pay for themselves thru the business increase they 
bring.” 

Why not see what we can suggest in the way 
of a distinctive and, moreover, economical display 
for your store. It will be gladly submitted, with- 
out charge. FLExLuME CorporaTION, 1992 


Military Road, Buffalo, N. Y. 


Factories at Buffalo, N. Y., and 
Toronto, Can. 











Late 7) 
FLEXLUME 


ELECTRIC DISPLAYS 


SALES AND SERVICE IN CHIEF CITIES OF U. 8S. AND CANADA 
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New Line for Shoe Store Windows 
Ask for Book No. 11E—Use your Stationery 


Tue Oscar OunEen 


No. 611 W. 4th St. 
Cincinnatl, O. 











*Dufl oO” 


Insole Smoother 


A New Tool for Your 
Shoe Store 


Insoles are made smooth and 
comfortable by the use of the 
“Duflo” Smoother. 


Rough or Bunched up places can 
be smoothed down easily. 


“Duflo” Insole Smoother »cuts 
close down to tip of shoe and 
edge of insole without cutting 
lining or upper. 

Adjustable at screw-head and 
handle to take care of different 
angles. 


A Handy Tool to Use— 
*“Duflo” Smoother 


Your Jobber can supply or 
Write direct 


F. W. Whitcher Co. 
179 Lincoln St. 
Boston, Mass. 
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on the 


elling hoes Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 


Wholesaler in Strong Position 


By Charles W. Morrill, Who Sells the Output of the 
Durand Shoe Co. to Big Buyers. 


Conditions are difficult to delineate, but here are 


some facts: 


Retail stocks throughout the*country are: not large. 


The_market remains firm. 


I do.not look for any 


appreciable advance in the prices of shoes; nor do | . 
look for any lower prices on merchandise. a 


People are buying today to please the eye, and also 
to please-the pocketbook. They will buy as attractive 
shoes as the size of their purses will permit. 


The jobber is in a strong position today, as he knows 
the style and price trend well in advance and gives to 
his customers a specialized service in quantities as 


wanted. 


Hand-to-mouth buying by retail shoe merchants will 


undoubtedly continue. 


The jobber is equipped with 


the very merchandise in stock that his customer can sell 


at the moment of demand. 








ETAIL shoe merchants in Wis- 

onsin will be sorry to learn of the 
death, on Dec. 26, of Carl F. Mayer 
of North Milwaukee. Mr. Mayer had 
been connected with the shoe business 
for a great many years. Before the 
World War he carried the line of the 
Harrison Shoe Company, and then left 
the road at the time of the death of 
his wife and went into the retail busi- 
ness in Milwaukee. He gave up the 
retail business. and returned to the 
road for the Harrison Shoe Company, 
and at the time of his death was pre- 
paring to go out with the new line 
of the Clark-Kimball Shoe Company 
of Boston. 


L. STEWART, whose headquar- 
¢ ters are in Fort Smith, Ark., 
has left for New York City to pick 
up the 1929 line of slippers manufac- 
tured by the Maid-Rite Corporation of 
Brooklyn. He will leave the metropo- 
lis about Jan. 20 for his territory. 
He anticipates booking a good increase 
this year over last, particularly in 
those les which have been designed 
for the holiday trade. 


HE Interstate Shoe Co. of Man- 

chester, N. H., will be represented 
in Iowa, the Dakotas, Minnesota and 
Wisconsin among the larger houses by 
Bob Leiser, who has been with the 
F. Mayer Shoe Co. in the Northwest. 
He will carry women’s shoes retailing 
at $5 and $6 (UTPS). 


F H. BARINTZ of Philadelphia and 
« §. E. Behrman of Baltimore, two 
of Craddock-Terry Co.’s salesmen, with 
F. E. Riley, credit manager, have re- 
turned to their territories from a week’s 
trip to the mills of the La Crosse Rub- 
ber Co., Eastern distributors of the La 
Crosse footwear line. 


AU BNEst HENRY KREUL, who rep- 
resents the Davies Shoe Mfg. Co., 
Racine, het in we I tee iy ter- 
ritory, is a ing himself doubly earn- 
pr wi since Ment. , when Miss Senter 
Ann Kreul registered at the Kreul 
domicile. Daddy Kreul is doing nicely, 
thank you! 


_ President, George’ 
L. Starks; .and 
“consdsteéd of a 


HE Southern 

Shoe Sales- 
men’s Association 
held its 38th an- 
nual banquet at 
the Hotel West- 
minster, Boston, 
on the evening of 
Dec. 27. President 
Leonard F. Bur- 
dett presided. The 


_program was ar- 


ranged by the 1928 Leonard F. Burdett 


President Southern 
Travelers Assn. 


showing of_stereopticon views of spe- 
cial interest to the members of the 
S. S: S. A. many of them of the sales- 
men themselves, while covering the 
Southland, “snapped” by Oran Mc- 
Cormick, publisher of “Modern Shoe- 
making.” Mr. McCormick also showed 
“snapshots” here and there taken dur- 
ing his world-wide travels. President 
George L. Starks gave an interesting 
talk. Thomas A. Delany, secretary of 
the National Shoe Travelers’ Associ- 
ation, represented the N. S. T. A.; 
Harry P. Lynch, past-president of the 
Boston Shoe Travelers’ Association, 
represented the Boston group; Charles 
W. Morrill, treasurer of the Boston 
Shoe Associates; represented this or- 
ganization. George W. R. Hill, vice- 
president of the BooT AND SHOE 
RECORDER, who has been present at 
every “get-together” of the Southern 
boys since the formation of this group, 
represented THE RECORDER. On Dec. 
19, the S. S. S. A. had met at the 
Boston office of Past-President S. 
Preston Moses, who represents Edwin 
Clapp & Son, Inc., in the Southland, 
and elected officers for the ensuing 
year, as follows: Leonard F. Burdett, 
president; C. O. Quimby, vice-presi- 
dent; F. W. Stanton (re-elected for the 
31st consecutive time) secretary-treas- 
urer. The Southern Shoe Salesmen’s 
Association is the senior salesmen’s 
association in the United States; its 
membership is restricted to those sales- 
men representing New England shoe 
manufacturing concerns to the retail 
trade of the South. Secretary Stanton 
has served two terms as one of the 
principal executives, his first term 
being interrupted by a residence out- 
side of Boston. 
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e have a job 
for a man 






as ready to work 
for success as 


Don E. Whitman 











Hi New stores are being opened all the time—we need more 
ia men to train for the responsibilities of managership 





























He He found Men, 
it tt merely Machinery, OW many young men go through you, too, can join the ranks of men whom 
| in our Or, n life on a moderate salary because the J. C. Penney Co. has raised to for- 
iil : they “never had an opportunity to earn tune. Remember, no investment is ever 
. | Rs —— = ba a = ge big money?” So they think, but some- required, but you are paid a triple income 
i my school work because my two a “4 chance is there, and they don’t _ if so — ae : IA a ame 
brothers who had preceded me realize 1t. monthly salary; (2) a good share of your 
ber — in the yeti ovale Not so with Don Whitman. Once he store’s total profits; (3) eligibility for J.C. 
- hey lien, sao . joined J. C. Penney Company, he never Penney Co. dividend-paying stock. 
work. I, too, became happy because ‘ " ‘. . . 
of the human interest manifest in forgot for an instant the goal for which But certain qualifications you must 
the Organization. It placed me in he was striving. No man could work have, and a certain type of man you have 
Hl a practical school of modern mer- harder than he worked. Morning and _ got to be. That is why so many apply 
ti ree ny opecmaag 25 by — night he was learning. The policies that to us, yet only a small percentage can 
fF agers, participating in the profits of had made fortunes for others were there be chosen. 
ih their stores—a future that I, too, ati mastered, and used. The modern- We want young men, between 21 and 
Hi could enjoy by diligent application i merchandising methods, the vast 35. We want men of good education. 
{ ra st pountpeny = omg buying power, _the unfailing “Golden We want men whose moral character is 
Dox E. W Rule” way of doing business, the splendid beyond question. We want men who 
! Grand Forks, N. D. values that other stores couldn’t equal. have had experience in dry goods or men’s 
clothing or shoes. 


Does Your Story Read Like This? Can you fulfill our requirements? If s0, 


That’. . . here is a lifetime opportunity—don’t let it 
t's the way Don Whitman wastrained oo) “write now. J.C. PENNEY COM- 


to do things. And when he was made pany, INC, Attention Mz. J. D. Keves, 
manager of his own store, he practised Room 1503-E, 330 West 34th Street, New 


all he had learned, with the result that York, N. Y., or. Attention Mr. E. M. De 
road to i Moss, Room 1051-E, 1010 Pine Street, St. 
he was soon on the * independence, Lowis, Mo.- or Attention Mr. Wm. H. Dayton, 


security and wealth. ‘ Room 1323-E3, 1324 Russ Building, San Fran- 
If you are the kind of man we need, cisco, California. 
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HE second semi-annual sales meet- 

ing of the Kansas City-Godman 
Shoe Company was held Jan. 2 and 
8, at the uehlebach Hotel, with 
thirty-three salesmen in attendance, 
who cover all States west of the Mis- 
sissippi River. This branch of The 
H. ¢. Godman Company of Columbus, 
Ohio, is now starting its second sea- 
son, and the prospects are very bright, 
inasmuch as they did two times as 
much business the first season as an- 
ticipated. 

F. S. Omundson, who is the general 
manager, stated in his address to the 
salesmen that the solution to the com- 
petition of “chain stores” was for the 
small merchant to buy close to his 
needs, to get turn-over and avoid ob- 
solescence. He stressed the fact that 
the chain stores consume all their dis- 
counts and buying advantages in their 
overhead costs of warehousing and 
supervision, making the actual cost of 
their goods about the same as that of 
the small independent retail merchant. 
He stated further that the smart in- 
dependent retailer will continue in 
business, and, by careful merchandising 
and economical management, will 
eventually grow stronger. 

The salesmen and their territories 
are: 

N. Minnesota, H. C. Bloomquist; 
S. Minnesota, E. G. Fisher; N. Iowa, 
G. M. Kee; S. Iowa, R. B. O’Connell; 
N. Missouri, Truman Ward; S. E. 
Missouri, W. H. Mowery; S. W. Mis- 
souri and S. E. Kansas, A. B. Agan; 
N. E. Arkansas, J. A. Cryderman; 
S. E. Arkansas, C. G. Ross; S. W 
Arkansas and §S. E. Oklahoma, H. F. 
Allison; N. W. Arkansas and N. E. 
Oklahoma, H. E. Jenkins; W. Okla- 
homa, W. M. Booth; N. W. Texas, 
J. G. Caldwell; N. E. Texas, W. L. 
Glaze; S. E. Texas, J. T. Batts; 
Southern Texas, W. M. McGill; S. W. 
Kansas, Edward Agan; N. Kansas and 
S. Nebraska, C. L. Smith; N. 
Nebraska, R. M. Lawrenson; S. Da- 
kota, Bruce Halliday; Montana and 
Wyoming, H. L. Schenach; Colorado— 
Pt. of Wyoming, O. F. Schuster; Utah 
—Southern Idaho—Pt. of Wyoming, 
Byron Dee; Arizona, New Mexico and 
Pt. of Texas, Samuel Ebb; E. Wash- 
ington—N. Idaho—E. Oregon, H. . 
Chevrier; Western Washington, Allen 
B. Samsel; Oregon—N. California, 
Geo. H. Buchanan; N. Central Cali- 
fornia, M. M. Burton; S. California, 
E. W. Nelson; N. Louisiana, R. P. 
Lewine; S. Louisiana, J. Y. Kombar; 
Kansas City and _ vicinity, Roscoe 
Agan; N. Dakota, B. H. Lechner. 


T the recent annual meeting of the 

Shoe Travelers’ Club of s An- 
geles, held at the Hayward Hotel, the 
following officers were elected to serve 
during 1929: 

President, Sam N. Juneau, Holly- 
wood; vice-president, Phil A. Ehrle, 
Los Angeles; secretary-treasurer, Fred 
A. Yeaton, Beverly Hills. 

The following appointments were 
announced by President Juneau: 

Board of Directors—Harry O. Wins- 
low, Charles H. Loughin, H. A. Sublet, 
Tom F. Feeley and O. W. Launer. 

Membership Committee—Ned Drey- 
fus, Orin Morse, Edw. R. Thornton, 
Charles B. Short, Tom F. Feeley. 





The Value of Time 


Time is the most precious 
thing we have. 

We can make up lost money. 
We can find new friends. We can 
find some compensation for ev- 
er g we lose except one 

ng—TIME. 

When time is gone, it is gone 
forever. 

Many of us don’t fully realize 
the value of time. When Mayor 
Walker kept our President wait- 
ing he was wasting the time of 
over a hundred million people. 

If we harmed only ourselves, 
nobody would complain. But when 
we steal some of that precious 
time which goes to mean so much 
to others, we are causing an ir- 
reparable loss. 

Boys, the effects of killing time 
are far reaching. They are detri- 
mental to your welfare and suc- 
cess. We appreciate the priceless 
value of your time and want ev- 
eryone of you to.—Fred W. Mor- 
itz, General Sales Manager, 
Harsh & Chapline Shoe Co. 











OHANSEN BROS. Shoe Company 
held their annual sales banquet 

Jan. 4 at the Coronado Hotel. The 
entire selling organization was pres- 
ent in addition to a number of invited 
guests. Harry G. Johansen presided 
and officially presented to the traveling 
men Roger E. Lord, recently appointed 
sales manager. Brief talks were made 
by Harold Underhill, buyer of the 
footwear department of Scruggs, 
Vandervoort & Barney D. G. Co.; 
Arthur E. Ebbs, Swope Shoe Company; 
Charles E. Williams, C. E. Williams 
Shoe Company; and George E. Gayou 
of the Boot & SHOE RECORDER. 

Mr. Lord made the keynote address 
of the evening, urging the men to bet- 
ter their records in 1929. He prom- 
ised every support possible from the 
company in their efforts to accomplish 
this result. After the banquet a num- 
ber of patterns in the spring line were 
modeled on a runway. The men left 
immediately after the banquet for 
Chicago to attend the N. S. R. A. con- 
vention. 


JASE BRUDER for many years with 
Johansen Brothers Shoe Co. has 
joined the selling staff of the Inde- 
t Shoe Manufacturers, St. 

and will travel Texas, New 
Arizona, his old _ territory 

where he has one of the widest ac- 
quaintances of any man in this terri- 


tory. 


EN BAKER and Fred Cohen are 

“inside” salesmen for the Samuel 
Cohen Shoe OCo., wholesalers’ in 
women’s novelty shoes at 76 Lincoln 
Street, Boston. Mr. Baker, who has been 
with this house for about 17 years, 
reports a large number of buyers visit- 
ing the house of Cohen during the past 
week. The exterior of this store has 
been decorated with the National 
colors, and a big sign, reading “Wel- 
come Shoemen,” from just before 
Christmas until after the Boston Shoe 
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Style Show of Jan. 2-4. Twenty-four 
salesmen cover the country ‘or this 
house. Mr. Baker reports tha* the 
— of his trade buy the round toed 
shoes. 


ECRETARY WM. NOLL, who was 

elected for the 29th consecutive 
time as scribe and treasurer of the 
Boston Shoe Travelers Association, and 
to whom Past-President Harry P. 
Lynch referred as one who is loyal 
and who becomes more and more effi- 
cient the longer he holds office, remi- 
nicised a bit about the first meeting 
of the Boston group held at the Hotel 
Essex 28 years ago. This was the 
meeting at which the late Thomas D. 
Barry proposed that a permanent 
group composed of manufacturers and 
travelers be formed, and to which he 
donated $100 for a start. The United 
Shoe Manufacturers and Salesmen’s 
Association was formed, and still later, 
the Boston Shoe Travelers’ Associa- 
tion. Billy Noll said that the job of 
secretary had been wished upon him 
from the start. He showed the first 
menu card of the First Annual Ban- 
quet of the National Shoe Manufac- 
turers’ and Travelers’ Association, “Of 
the charter members present at the 
first meeting, the following were also 
present at the Dec. 22, 1928,” get- 
together. T. A. Delany, T. E. C. 
Johnson, Hector E. Lynch, J. M. Meg- 
gett, Wm. Noll, A. E. Rankin, and D. 
J. Tobin. The other charter members 
are E. J. Andrews, George Gregory, 
A. A. Mead, F. W. Stanton, C. P. 
Waide, A. W. Gage. 


HARLES CALDWELL, who for- 

merly represented the Betty Shoe 
Co. of Brooklyn, and prior to that, 
Johnson, Stephens & Shinkle of St. 
Louis in the Southland, recently joined 
the salesforce of Strassburger-Styles, 
succeeding Frank Ghelin. 


¢: FRANK LEE, who recently joined 
* the sales force of the A. E. Nettle- 
ton Co. on the Pacific Coast, has been 
giving a series of sales talks on Nettle- 
ton shoes to the retail store salesmen. 


ACK SULLIVAN returned just be- 
fore Christmas from a Southern 
trip in the interests of Rowan & Moore 
Shoe Co. Mr. Sullivan has covered this 
section of the country for a good many 
ears and has a host of friends in 
ixie. 


ERMAN McKAY BRODER covers 

the large city trade, between Chi- 
cago and New York, for the Samuels 
Shoe Co. Mr. Broder has been in 
the shoe business for many years. 


J R. McNIERNEY, with headquarters 
¢ in the Pacific Building, San Fran- 
cisco, was recently appointed California 
and Pacific Coast sales representative 
of the Sherwood Shoe Co., and will 
soon be on the road with the new spring 
lines; he succeeds Rudolph Rosenberg, 
who recently resigned to re-engage in 
the retail shoe business. Mr. McNier- 
ney covered this territory for several 
years for the Lape & Adler Shoe Co. 
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GETTING MORE SHOES SOLD 
depends first upon getting the customers to 


COME INSIDE 


@ Recorder “Selling Messages” bring them in with the buying desire. 


@ Each window card is high-grade in appearance and appeal—not cheap, 
gaudy coloring that means nothing after catching the window-shopper’s 
eye. 


q Recorder window cards match your best window trimming effort. They 
give to your sales appeal a pleasant and effective tone. 


ae ee 
es Oo 

Select the 
Service You Wish— 


vard Then Mail Coupon 
Holder Base 
lef Nel 3 Art Card Holders. 
( t) ee 100 Blank Price 
re i . 

Comes in either Gold $4.00 seein ($48.00 the year). 
God heuh tek ie S| eet 10 cards (7”x11”) 
t nish, felt lined vice case <7. , 
bottom, Store name | No'S {ncaa 
in panel, if you wish. Tickets. ; 
Very tasty and at- $5.00 monthly ($60.00 the year). 
tractive. You'll be JUNIOR 4 cards, 2 Art 
proud of them along- Service Card Holders, or 

side your finest win- frames. 
dow fixtures. 50 Blank Price 


Tickets. 
$2.25 monthly ($27.00 the year). 
Printed Price Tickets 


12 each of any six prices, 50c. 
per month if wanted with any 
annual card service. 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, Il. 


Please enter our order for the Recorder “Selling 
Messages” card service No. ‘or one 
year, consisting of cards each month, 
and 2 art card holders, with the first month's 
service, beginning with cards for January, for 
which we will pay $ per year, payable 
per month. 

For cash in advance full year’s service, 5% 
discount. 

We sell Men’s, Women’s, Children’s shoes, buckles 
and hosiery. (Cross out lines not carried.) 

We prefer:—Card holders, or frames (gold) 
(silver). 

Place following initials on frames (not more than 








“Show Cards Double the Window’s Value” 


Try the Service for 30 Days—Mail the Coupon 


In the panel are brief descrip- ~ not entirely satisfied, you simply 
tions of the several Services we pay for the one month’s show- 
are now in position to offer you. ing at the low yearly rate. Fair 
Select the one you wish. Try it enough, you'll agree. Mail the 
for a month. Then if you are coupon today! 


Annual Card Service is exclusive for 
one merchant in an average size town, 


suburb or metropolitan shopping center. 


Printed Price Tickets:— 


$— $— $-— $$ -- $ — $-— $ — 
(Any price: 15c. per dozen) 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 
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Reduced Prices On 
Sherwood Stock Shoes 


“Miss Monet” 


Style 4030—84.85 
Patent Leather, 1410 Medium Toe 
Last, 14/8 Covered Cuban Heel. 
Sizes in Stock 


AAA AA A B Cc 
5-8 4%-8 4-8 3%-8 3-8 


“Miss Barret” 


Style 4032— $4.60 
Black Satin, Cut-outs in Quarter 
-1410 Medium Toe Last, 14 j 
Covered Cuban Heel. wcaores 
Sizes in Stock 
AAA AA A B Cc 
5-8 4%-8 4-8 3%-8 3-8 


“Miss Maybel” 


Style 4010—$4.75 
Ebony Black Kid, 1401 Medium Toe 
Last, 14/8 Leather Heel. 
Sizes in Stock 


AAA AA A B 
5-9 4%-9 4-9 3%-9 
C D E 

3-9 3%-9 3%-9 


“Miss Barret” 

Style 4000—84.50 
Patent Leather, ee on Toe 
Last, 14/8 Boxwood H 

Style ieokaionie 
Patent, Leather, 1403 Round Toe 
Last, 14/8 Boxwood Heel. 

gas in en. 


AAA A 
5-9 Ko 4-9 8%-0 30 8%4-9 


“Miss Besse” 


Style 4003—85.10 
Patent Leather Gore Pump, Metal 
Ornament, 1403 Round Toe Iast, 
14/8 Covered Wood Cuban Heel. 
Style 4004—85.10 
As above, 1401 Medium Toe Last. 
Sizes in Stock 


AAA AA A B Cc 
5-8 4%-8 4-8 3%-8 3-8 


“Miss Carla” 


Style 4031—84.25 
Ebony Black Kid, Front Gore Pum 
1410 Medium Toe Last, 14/8 Leather 
Cuban Heel. 
Sizes in Stock 


AAA AA A B Cc 
5-8 44-8 4-8 3%-8 3-8 
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“Miss Nelda” 


Style 4034—85.25 
Black Suede, Patent Strap and Over- 
lay on Quarter, Patent Vamp Collar, 
1701 Medium Toe Last, 17/8 Suede 
Covered Louis Heel. 
Sizes in Stock 

AAA AA A B Cc 
5-8 4%-8 4-8 3%-8 8-8 


“Miss Peggy” 


Style 4013—84.50 
Black Satin, White Kid Linings, 2003 
Round Toe Last, 20/8 Spike Louis 
Heel. 


Style 4016—84.50 
Patent Leather, Champagne Kid Lin- 
ings, 2003 Round Toe Last, 20/8 
Spike Louis Heel. 

Style 4018—85.00 
White Kid, 2003 Round Toe Last, 
20/8 Spike Louis Heel. 

Sizes in Stock 

AAA AA A B Cc 
5-8 4%-8 4-8 8%-8 3-8 


A 


“Miss Barret” 


Style 4033—84.75 
Black Satin, Cut-outs in Quarter, 
1701 Medium Toe Last, 17/8 Wood 
Covered Louis Heel. 
Sizes in Stock 
AAA AA A B Cc 
5-8 4%-8 4-8 3%-8 3-8 


° ” 
“Miss Lureen 
Style 4015—84.85 
Black Patent Leather, 1403 Round 
Toe Last, 14/8 Boxwood Heel. 
Sizes in Stock 
AAA AA A B Cc 
5-8 4%-8 4-8 3%-8 3-8 
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R. H. Fyfe Celebrates 
His Ninetieth Birthday 


Believed to Be Oldest 
Active Shoe Man in 
the Country 


Detroit, Micw. (UTPS)—Richard 
H. Fyfe, active head of R. H. Fyfe & 
Com shoe merchants, and De- 
troit’s oldest active business man, cele- 
brated his ninetieth birthday recently. 
Mr. Fyfe is still able to go to his office 
every day and his interest in his busi- 
ness and in world and city affairs is 
undiminished. All day long  con- 
gratulatory m poured into Mr. 
Fyfe’s office in the xyte Building. Mr. 
Fyfe was born in New York State in 
1839 and began to work at the age of 
eleven years. When he was sixteen 
he came to Detroit and found employ- 
ment with T. K. Adams, shoe mer- 
chant, ten years later purchasing the 
store from C. C. Tyler, who had bought 
out Mr. Adams. So in 1865 he began 
his career as a shoe store proprietor 
in what was no more than a village 
shoe store and cobbler’s shop. 

Under his able management the busi- 
ness has grown and prospered so that 
it stands today as the leading shoe 
store of America’s fourth city, housed 
in its own ten-story building. R. H. 
Fyfe & Company occupy the largest 
building in world today devoted 
exclusively to the sale of footwear at 
retail. build stands on Wood- 
ward Avenue, on which Mr. Fyfe has 
been in business for fifty-three years, 
at the corner of Adams Avenue, on 
Grand Circus Park. : 

Among the congratulatory messages 
was the following from Mayor John C. 
Lodge: “Fifteen years ago some of us 
in Detroit office life sent a message of 
congratulation to you on your seventy- 
fifth birthday, and we all spoke of your 
long business life in Detroit and your 
activity after turning the seventy-fifth 
milestone as wonderful. 
Now I find that words are entirely 
too inadequate to carry any proper 
message to you of my thought and 
feeling on your ninetieth birthday—a 
wonderful life splendidly spent. May 
ou be with us for many years to come 
is the wish of one who is immensely 
proud to be numbered among your 
friends.” 

The J. L. Hudson Company, the 
a he largest retail establishment, pub- 

the following in the daily news- 
addressed “To Mr. R. H 

Pyte”: “May we 
gratulations on your ninetieth birth- 





extend our con- 





~ today? It is the rare privilege of 
only a few men to enjoy span of 
life and extent of worthy service that 
have already been yours. Starting with 
a humble a store and cobbler’s 
shop in Detroit in 1865, you have 
built a business now gecupying the 
largest yoy 8 in the world devoted 
exclusively to the distribution of shoes 
at retail. But what is even more im- 
portant, through your ability, industry 
and integrity from the time you 
started your life work as a boy of 
eleven years, you have established 
yourself in the minds and hearts of 
Detroit men and women not only as 
a successful business leader but as a 
most worthy citizen and a man be- 
loved by the thousands who know you 
well. It is our hope that you may 
— pen Bony happy birthdays.” 

t is probable that Mr. Fyfe, as well 
as being the oldest business man in 
Detroit, is likewise the oldest shoe store 
proprietor in America and not unlikely 
the oldest executive active in the shoe 
industry of the nation. 


New Washington Shop 


WASHINGTON, D. C.—Difficulties at- 
tending the ree Seed the lease by the 
Parker, Bridget . for the building 
at the corner of 15th Street and New 
York Avenue, have finally been over- 
come. It is now definitely announced 
that the new store will be opened in 
the fall. The entire merchandising 
policy of the store will be changed, 
only the better grades will be handled. 
In the men’s shoe department, accord- 
ing to W. H. Keneaster, the retail 

rices will be $8, $10, $12 and $14. 

e shoe department in the new store 
will be in basement, and while it 
will be practically the same size as 
the present one, it will be modern in 
every respect. 


Dixon with Foster 


Kansas City, Mo. (UTPS)—Harry 
A. Dixon, formerly connected with the 
main Foster Store in Chicago arrived 
here Jan. 1, to assume charge of the 
local F. E. Foster shop. He succeeds 
D. 8S. Cheyney. 


“Mr. Dixon reports good results from 
is deeetind ob qomeent. The. Bester 
at presen 
gy Plame will De presented about 

eb. 15. 





Will Form Chain of 
Independent Merchants 


“Shoe Retailers of Detroit” Absorbed 
by Larger Organization 


Detroit, MicH.— The Retail Shoe 
Dealers System, a unit of the National 
Business Associations, Incorporated, 
has absorbed the “Shoe Retailers of 
Detroit,” a group buying organization 
which was recently founded in this 
city with the cooperation of O. W. 
Lamb of the Bridgewater Workers’ 
Cooperative Association of Bridge- 
water, Mass., and Paul Faust, a shoe 
merchant of Detroit. 

The merger of the two firms was 
accomplished with the intention of es- 
tablishing an organization that will 
have for its purpose the general care 
of the various problems of its mem- 
ber-dealers. The primary object is to 
create a chain of shoe stores com- 
posed of independent dealers and thus 
to give them the advantages of group 
buying. 

The parent organization, the Na- 
tional usiness Associations, Incor- 
porated, will maintain a legal depart- 
ment to which the merchant can bring 
his legal troubles. A Business Con- 
sultation Department will also be con- 
ducted. 

All the member stores, in addition to 
their trade name, will operate under 
a uniform trade name of “System Shoe 
Stores.” This trade name will be ex- 
tensively advertised by radio, news- 
paper and other effective methods. In 
connection with this advertising or. 
ganization, a sales promotion depart- 
ment will be maintained to conduct 
uniform sales. 

The city will be divided into dis- 
tricts, an Boon f one well-rated dealer 
will be sel to represent the “Sys- 
tem Shoe Stores” in each district. 

The National Business Associations, 
Incorporated, the parent organization, 
of which the “System Shoe Stores” is 
a unit, is a Michigan corporation or- 
ganized for the purpose of forming 
chain stores of independent dealers, 
and is headed by M. L. Black, attorney, 
and D. R. Porvin, a business consult- 
ant, both of Detroit, Mich., with an ad- 
visory board of seven retail shoe mer- 
chants of Detroit. 


Sunny Shades Selling 


BIRMINGHAM, ALA. (UTPS)—High- 
er priced shoes in light colors are prov- 
ing big sellers with the Loveman, 
Joseph & Loeb, one of the largest depart- 
ment stores in Birmingham, during the 
month of January. Sunny shades are 
retailing best at this store. 





THE SHOE MERCHANTS NEWS, SATURDAY, JANUARY 19, 1929 


63 








Five Floors Hold 
Texas-Oklahoma Meet 


Fort Wort, Tex. (UTPS)—Five 
floors of the Texas Hotel here have 
been assigned to activities of the an- 
nual convention of the Texas-Okla- 
homa Retail Shoe Dealers Association 
and the Southwestern Shoe Travelers 
Association which will be held Feb. 
11, 12 and 13, says an announcement of 
R. E. Bell, general manager of the 
committee on arrangements. . Already 
plans are made for display of 200 dif- 
ferent lines of shoes at the convention 
and it is expected at least 250 lines 
will be on display. 

Mr. Bell said indications are at least 
1000 delegates will attend the conven- 
tion. 

A style show featuring shoes and 
hosiery, has been arranged for the 
convention. Dallas and Fort Worth 
shoe dealers, wholesale and retail, are 
cooperating to make the convention a 
great success. 


Beck Invades Fifth Ave. 


New York, N. Y.—The latest of the 
low priced chain shoe stores to invade 
the upper reaches of Fifth Avenue is 
the A. S. Beck Shoe Company, which 
operates a chain of shoe stores main- 
taining the one price of $5. Extensive 
alterations are being made in a store 
room on the east side of Fifth Avenue 
between 44th and 45th streets, and as 
soon as these alterations are complete 
the new Beck store will be installed. 
It is understood that the store will be 
fitted up elaborately in the modern 
manner. 


Stoner’s Store Moved 


Los ANGELES, CAL. (UTPS) — Out- 
growing its quarters in five months, 
Stoner’s Shoe Store has moved to its 
new location at 6616 Hollywood Boule- 
vard. As an opening attraction a 
first annual clearance sale is being ad- 
vertised. Stoner’s are exclusive agents 
in Hollywood for the Red Cross shoe 
line for women and also carry other 
various lines of feminine footwear 
fashions. 

There are three others in the Stoner’s 
group, at 537 South Broadway in the 
downtown section, 707 West Seventh 
Street, Los Angeles, and 539 E Street, 
San Bernardino. 


T. J. Crittenden Dead 


BIRMINGHAM, ALA. (UTPS)— 
Thomas J. Crittenden, formerly man- 
ager of the shoe department at Odum, 
Bowers, and White, died at Miami, 
Fla., last week. He had left Birming- 
ham two years previous to his death 
and had gone to Miami for his health. 


Change Firm Name 


Roya, Oak, Micu. (UTPS)—Burr 
& Mitchell, Incorporated, 118 East 
Fourth Street, one of the city’s leading 
shoe stores, has changed the firm 
name to Mitchell Shoe Stores, Inc. A 
second store is operated by the com- 
pany at 922 North Mxin Street. 





Open New Shoe Dep't 


INDIANAPOLIS, IND. (UTPS)—The 
Selig Dry Goods Company has opened 
its new footwear section which is 
known as the Artistic Foot Wear Shop. 
The newest spring styles in light kids 
and spring were wn. The 
opening day sales were very satisfac- 
tory and the merchandise featured was 
only of Brooklyn make hand turned, 
ranging in price from $10 to $12.50 


a pair. 

The shop has been redecorated and 
renovated. New costly Oriental rugs 
have replaced the former carpeting, 
smoking stands are in evidence, and 
the stock is out of view of the patrons. 
J. W. Hoffman, the manager, is being 
assisted by two very experienced shoe- 
men. 


Herold Shoe Company 
Renews San Jose Lease 


San Jose, CaL.—After doing busi- 
ness in one city for sixty years, and 
that without the slightest interruption 
of any kind, as well as being under 
the same management, the Herold Shoe 
Company has just negotiated a new 
lease covering its present location. 
The term of the lease is ten years. 

Several additions and improvements 
are to be made to this already beau- 
tiful store. The hosiery department is 
to be enlarged and some changes made 
for the convenience of the concern’s 
customers. 

The business was established in 
1869 by Phil Herold, a well known 
figure in the shoe retailing field on the 
Pacific Coast, and today it is owned 
and operated by two of his sons, 
Chester and Harvey Herold. 

In its advertising this year the firm 
is using the slogan “How long is sixty 
years?” 


Death of Mrs. Wolock 


CHICAGO, ILL.—The last day of the 
N. S. R. A. Convention was a sad day 
for Morris Wolock, the Chicago retail 
shoe merchant. His mother, Mrs. 
Sylvia Wolock was instantly killed by 
a skidding automobile Thursday eve- 
ning, Jan. 11, at the corner of Ainslie 
and Kedzie Avenues as she returned 
from a neighborhood store on her way 
to her residence at 3035 Ainslie Ave- 
nue. Mrs. Wolock is survived by ten 
children, four of whom are identified 
with the Wolock & Bauer stores. In 
addition to Morris Wolock, president; 
Harry is manager of the Sheridan 
Road store; Sidney is assistant man- 
ager of the Halsted Street establish- 
ment, and Miss Beatrice is active in 
connection with the credit department 
at the Michigan Avenue headquarters. 


Sell Cox-Rushing Control 


San ANGELO, Tex. (UTPS)—R. A. 
Rushing and Otis L. Greer have sold 
the majority of the stock in the Cox- 
Rushing company to George Cox, J. B. 


Stewart and Emmett Cox. The store 
carries one of the most complete lines 
of men’s and women’s shoes and 
hosiery in west Texas. 


‘Merge Apparel Merchant 
and Commercial Bulletin 


MINNEAPOLIS, MINN. (UTPS)—The 
Apparel Merchant, official paper of the 
Northwestern Shoe Retailers Associa- 
tion, has merged with the N. W. Com- 
mercial Bulletin, H. S. McIntyre, ed- 
itor of the Apparel Merchant and sec- 
retary of the association, becoming 
managing editor of the Bulletin. The 
Apparel Merchant has been in exisi- 
ence 3% years. With its new official 
position as organ of the shoe organi- 
zation the Commercial Bulletin will 
give even more space to the shoe trade 
than it has in the past. Mr. McIntyre 
was editor of the Commercial Bulletin 
several years ago and is familiar with 
the work which he is to take up. The 
N. W. Shoe Retailers Association of- 
fice at 711 Lumber Exchange, Minne- 
eget, will remain open for some time. 

he N. W. Commercial Bulletin is pub- 
lished by the Bruce Publishing Co., 
2429 University Avenue, St. Paul. 


Charles Nearing Promoted 


New York, N. Y.—Charles Nearing, 
veteran shoeman, who for a number 
of years has been merchandise man- 
ager of all third floor departments at 
James McCreery & Company, depart- 
ment store, has been appointed mer- 
chandising manager of wearing ap- 
parel, succeeding Richard Roth. Mr. 
Nearing will continue to merchandise 
millinery, underwear, corsets, acces- 
sories and women’s and children’s 
shoes. His first connection with the 
McCreery store, several years ago was 
as a buyer of women’s and children’s 
shoes. 


Toledo Stores Consolidate 


ToLepo, OHIo (UTPS)—The H. M. 
& R. Shoe Co. and the Hoskin Shoe 
stores have been consolidated, and a 
new store at 324-326 Superior Street 
will be opened Feb. 1, according to the 
announcement of Walter W. Hoskin, 
head of the Hoskin Co., a component 
part of the new company. The re- 
moval of the H. M. & R. Shoe Co. 
from Summit Street and the consolida- 
tion of the two stores is the first step 
in an expansion program. The store 
on Superior Street, located in the Pio- 
neer Building, will sell women’s and 
men’s shoes exclusively, and the Hos- 
kin down stairs store at Superior and 
Adams Streets will sell children’s in 
addition to its regular basement stocks. 
It is announced that the present stock 
of the H. M. & R. Shoe Co. will be 
closed out preparatory to opening the 
new store with an entirely new stock. 


To Move Shoe Dep’t 


DULUTH, MINN. (UTPS)—An alter- 
ation sale is being conducted in the 
shoe department of the Duluth Glass 
Block Store, which features women’s 
footwear, prior to removal from the 
annex to the main building of the store. 
The annex has been leased to a large 
Eastern chain concern for use as a va- 





riety store. 
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Its Publications Broadly 
Cover the Following 
Industries and 
Trades 


Automotive 

Automotive Industries 

Automobile Trade Journal and 
Motor Age 

Motor World Wholesale 

Commercial Car Journal and 

Operation & Maintenance 

Chilton Catalog & Directory 

Automotive Industrial Red Book 

Chilton Aero Directory and 
Catalog 

























Hardware 

Hardware Age 

Hardware Age Catalog 
Jewelry 

The Jewelers’ Circular 
Metal Trades 

The Iron Age 
Optical 

The Optical Journal 
Petroleum 

The Petroleum Register 

Oil Field Engineering 

Allen’s Superintendents Hand 

Book 

Plumbing & Heating 

Sanitary & Heating Engineering 
Shoe 

Boot & Shoe Recorder 
Textile 

Dry Goods Economist 

Dry Goods Reporter 

The Drygoedsman 

Pacific Coast Merchant 
Toys 

Toy World 
Warehousing 
Distribution & Warehousing 
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The UPC 
the Groove’ 



















T is the purpose of the United 

Publishers Corporation to know 
the “groove” in the business speed- 
way. 



















The safest and quickest solution of 
business problems is its constant 
aim. 


















While snap judgments are haz- 
ardous, quick decisions based on 
knowledge of industries, often turn 
the balance to success. 
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WHERE TO BUY 
Men's Shoes 





ONLY” 


TH. MASS. 


WiGHEST 








M. A. PACKARDCO., Makers 
BROCKTON .. 








peewee 
BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 








NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


BH. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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Shoe Factories 
Now Busy on 
Spring Footwear 


LYNN, Mass.—The year has made a 
whirlwind start there. The January 
jam is on in the factories. Millions 
of shoes are wanted for spring and 
Easter, and Easter comes extra early 
this year. Shoes for replacement also 
are wanted, for a lot of leather shoes 
have been worn out in a number of 
places that have had mild weather so 
far this winter. 

One Lynn idea is that the average 
girl buys six pairs a year of Lynn 
novelties. Make it seven pairs, and 
the shoe trade will show a big gain. 
The average girl is spending about a 
dime a day for footwear. Add another 
nickel, and she can have several pairs 
more. There is a bigger outlet for 
shoes, because a lot of new stores have 
been opened. 

Beige kid, in various shades, is in 
first place, according to common report. 
Patents have started to move again. 
Snakes are going fast. Then there 
are the colors—blues, reds, lavenders, 

inks, yellows, amethyst, and so on. 

rasshopper green seems worth a spe- 
cial mention. Antique prints have 
appeared on shoe fabrics, such as the 
colonial gardens. One designer has 
undertaken to produce “The House of 
Seven Gables” shoes. He has put win- 
dows into shoes, in place of cut outs. 
Then there are the modernistic designs. 

A country club model; with a 13/8 
heel of leather, is new. A rumor that 
heels would be left off shoes was run 
down. It turned out that spring heel 
sport shoes for flappers, of the growing 

rls class, are to be tried. outhful 
ines are what is wanted these days. 





Newburyport Booked 
Business at Chicago 


Newsuryport, Mass.—The Bliss & 
Perry Co., the Harry M. Husk Co., 
and the E. D. Haseltine Co., this city, 
were among the exhibitors at the 
N. S. R. A. convention in Chicago the 
past week, and with other local firms 
that were in the Chic market, re- 
port a prosperous =_— Business 
resulting from the icago gathering 
was substantial. The manufacturers 
are now lining up factory organiza- 
tions; buying materials; and getting 
under way for turning out shoes for 
the Easter trading period. Narrow 
straps, step-ins, Theo ties, and low 
umps are to be spring leaders, with 
eauville sandals strong for late sea- 
son summer wear. The kids are 





beige g 
spoken of highly, with patent running 
second. 





St. Louis Shipments 
$200,000,000 in 1928 


St. Louis, Mo.—John A. Bush, 
president of the Brown Shoe Company, 
in a New Year’s statement issued to 
the St. Louis papers, announced that 
the business of the St. Louis shoe mar- 
ket in 1928 was $200,000,000. The 
statement in part is as follows: 

“St. Louis did a business in shoes 
during 1928 of $200,000,000. More 
than 78,000,000 pairs of shoes were 
made and sold by the various concerns. 
Seventeen hundred traveling salesmen 
were employed to sell these shoes. 
Shoes are the lowest priced article of 
apparel used by the human family. 
Compare the cost of a hat or a neck- 
tie with that of a pair of shoes. 

“There are more than 160 distinct 
operations in the manufacture of a 
pair of shoes or, in other words, a 
shoe passed through 160 hands. There 
are more than 100 items of material, 
including leather findings, stays, nails 
and eyelets. You can appreciate how 
much scientific management and vol- 
ume production play a part in giving 
to the American public shoes at such 
low cost. More than 50,000 people are 
employed in the St. Louis shoe in- 
dustry and as near as can be figured, 
more than $60,000,000 of invested 
capital. 

“In the entire United States, pro- 
duction of shoes for the year 1928 
will ip mogeng about the same num- 
ber of pairs as in 1927. More pairs 
were made the first eight months of 
the ‘year, but the last four months 
brought down the figures to no greater 
number of pairs than a year ago. 
Hence 1929 is ushered in with no bur- 
densome stocks and prices have been 
brought down to the lowest hide mar- 
ket of several years. There is every 
— of good business during 





A. R. Stocks Now With 
La France Polish Co. 


CuicaGo, Inu.—The La France Shoe 
Polist Co., Highland, Ill., recently ap- 
pointed Albert R. Stocks as divisional 
sales manager of the Chicago terri- 
tory in cha of their office just estab- 
lished at 189 West Madison Street, 
Room 608. From the Chicago branch, 
salesmen will visit the trade in north 
ern Illinois, southern Wisconsin, north- 
ern Indiana and western Michigan. 

Mr. Stocks formerly acted as super- 
intendent of agencies for The Curtis 
Publishing Co. in Michigan and later 
gained a wide acquaintance in the sho 
trade in Michigan and Wisconsin 
through his activities on the sale 
force of The Scholl Mfg. Co., Chicago. 
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]. Michaels Heading 
New Woven Sandal Firm 


Resigns from Saks to Become Presi- 
dent of Entente Imports Corp. 


New York, N. Y.—Joseph Michaels, 
well known as buyer and manager of 
the women’s and children’s shoe de- 
partments at Saks-Herald Square, and 
also buyer of woven sandals for the 





Joseph Michaels 


entire Gimbel Brothers chain of stores, 
controlling the Saks establishments, 
has resigned to become president of 
the Entente Imports Corporation, 
which will sell in this country the 
entire output of several factories in 
Czecho-Slovakia, making hand sewed, 
McKay and molded sole sandals. The 
sandals will be styled in Paris by Mr. 
Michaels and will be made over Ameri- 
can lasts. 

Mr. michaels’ experience in both the 
buying and selling of shoes has been 
most extensive. He was with the Regal 
Shoe Company for 11 years, then with 
Saks & Company, following which he 
was buyer and general manager of the 
retail shops of I. Miller & Sons. Later 
he rejoined the Saks organization, 
where his success in merchandising 
foreign made sandals was so great that 
he was made buyer and merchandiser 
of these sandals for all the Gimbel 
stores. 

The outcome of his experience dur- 
ing the past four years has been a 
strong and abiding belief in the possi- 
bilities of the woven sandal business. 
“Every year,” says Mr. Michaels, 
“women are appreciating more and 
more the comfort, coolness and now 
the colorful style of these warm 
weather slippers. They buy different 
colors for different sports costumes. 
They are seeking variety in patterns 
as well as variety in weave. ey are 
seeking quality that will make the 
woven sandal stand up under hot 
weather wear.” 

Mr. Michaels sounded a very em- 
phatie warning to the shoe trade in 
this comparatively new and profitable 
department of the shoe industry. So 
great has been the demand for sandals, 





in Mr. Michaels’ opinion, that women 
have bought many of a very ill-fitting 

and poor quality, not because they 
did not desire a finer quality, but fre- 
quently because a better quality was 
not available. 

Mr. Michaels believes that every 
progressive merchant is deeply con- 
cerned in lifting the woven sandal in- 
dustry on to a high quality plane, for 
here is the opportunity of many pairs 
per customer and, to the average 
woman, these are additional purchases 
which do not reduce her purchases of 
other shoes. 


Sole Leather Leaders 


Stage Dinner for Brown 


New York City.—Tanners of sole 
leather tendered a dinner to Hiram S. 
Brown, retirin president of The 
United States ather Company, on 
Jan. 4, at the Harvard Club, New 
York City. Fraser M. Moffat, president 
of the Tanners’ Council, expressed ap- 
preciation on behalf of the leather in- 
dustry for all that Mr. Brown has done 
in the past four years and voiced the 
industry’s wish for continued success 
and happiness in his new work. Other 
addresses were made by Ernest Griess 
and Henry M. McAdoo. 

Mr. Brown has been chairman of the 
Heavy Leather Group of the Tanners’ 
Council for the past year. He will 
maintain -his connection with the 
leather industry through his affiliation 
with The United States Leather Com- 
pany as chairman of its executive 
committee, and it is expected that he 
will continue as chairman of the Heavy 
Leather Group. Mr. Brown became 
president of the Radio-Keith-Orpheum 
combination on Jan. 1. 

Those present to hear Mr. Brown’s 
review of his work with the leather in- 
dustry found that his predictions for 
the future are optimistic. The group 
attending this dinner included: 

American Leather Producers, Inc., 
T. R. Eleock; American Oak Leather 
Co., H. E. Gardner; Barnet Leather 
Co., J. C. pays F. W. & F. Carlisle 
Co., F. W. Carlisle; Cover & Co., 
Thomas Cover and B. J. Segui; The 
Deford Co., C. J. Murphy; England, 
Walton & Co., W. H. Mulford and 
Everett Pervere; Graton & Knight Co., 
F. H. Small and F. BR. Willard; Griess- 


| Pfleger Tanning Co., Ernest Griess; 


Hamilton Brown Shoe Co., E. M. 
Leonard; J. W. & A. P. Howard Co., 
J. J. Desmond; Howes Bros. Co., E. G. 
Howes and E. G. Howes, Jr.; Leas & 
McVitty, Inc., Albert M. Peirce; Mc- 
Adoo & Allen, Henry M. McAdoo; 
Michigan Tanning & Extract Co., C. G. 
Saunders; J. K. Mosser Leather Co., 
| W. Boyd; National Leather Co., 
W. R. Fisher and F. J. Kitchell; 
Pfister & Vogel Leather Co., A. H. 
Vogel, Jr.; Pine Grove Tanning Co., 
Robert Comloquoy; Hans Rees’ Sons, 
Inc., E. D. McKown; Surpass Leather 
Co., Harold Connett; Tanners’ Council 
of America, Fraser M. Moffat, J. Louis 
Nelson and Joseph Shine; Taber- 
Wheeler Co., Leonard Wheeler; United 
States Leather Co., H. S. Brown, E. H. 
Amory, E. G. G. Brooker, M. J. Beach. 
Charles Fredericks, David G. Ong, 
A. - Wellington and Roland H. 
Zinn; Chas. S. Walton & Co., C. S. 
Walton, Jr.; Wilder & Co., John E. 
Wilder. 
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WHERE TO BUY 
Men’s Shoes 
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WOOD SOLE SHOES 











[f STEADY PROFTTABLE 
BUSINESS IS WANTED.SELL- 
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BION F-REYNOLDS CO™ BROCKTON MAS; 


WHERE TO BUY 
Spats 





Imported English Made 
Broadcloth 
Spa' 
Onkery 
Laght Gray 
Med. Gray 
ewe 


$2.25 per pair 


IN STOCK—IMMEDIATE DELIVERY 


BLOG SHOE CO., INC 
147 Duane St., New York, N. Y¥. 














SPATS MADE OF BEST 
WATERPROOF 
CRAVENETTED MATERIALS 
From $16.50 te $21.00 
Merchandise of 2 dez. 
will be sent on approval 


GOLD SEAL 
536 Broadway 











WHERE TO BUY 
Slipper Supplies 





POMPOMS AND ROSETTES 
right at the right price. 
Bamples sent on request. 
HY-GRADE SLIPPER SUPPLY OO. 
ae3 Broadway New York City 
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WHERE TO BUY 


Women’s Novelties 
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in Stock $3 to $6 Sellers Do You Know 
Ohio? 


ON-TIME: 
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BONDWAY 


PROCESS 
smartness and 








BOND SHOE COMPANY, 182 Dunne St. New York 


WHERE TO BUY 
Ballet Slippers 





Sa 














seme Sy te 
Coast Prices Slightly 


Philadelphia—1725 No. 6th St. 
Les Angeles—1162 So. Hill St. 
































International Reports Net 
Earnings of $15,761,775 


St. Louis, Mo.—The annual report 
to stockholders of the International 
Shoe Co. for the year ended Nov. 30 
shows net earnings, after deducting 
all operating expenses and taxes, of 
$15,761,775, as compared with $17,- 
698,457 in 1927 and $13,217,576 in 1926. 
The net income, after providing for 
referred dividends, shows earnings of 

.03 per share on the common stock, 
compared with $4.55 in 1927 and $3.43 
in 1926. 

Dividends paid during the year 
amounted to $8,120,000, leaving net 
surplus earnings of $7,641,775 carried 
to the common stock capital account 


which now is $88,325,695, representing © 


a book value of $23.49 per share, as 
against $21.46 one year ago. 

Net sales for the year were $122,- 
694,532 and the production of the sub- 
sidiary manufacturing plants was 
$78,927,505, making a total business 
transacted of $201,622,037. The net 
earnings of $15,761,775 is equivalent 
to 7.82 per cent on the total. business 
transacted. 

The net sales for 1927 were $124,- 
306,333; and in 1926 were $116,980,835. 
While net sales of shoes show a de- 
crease of $1,611,801 compared with 
last year, the production of subsidiary 
manufacturing plants increased $14,- 
205,409, approximately 22 per cent. 

The company’s total assets now are 
$103,969,962. Its net working capital 
is $68,353,751, an increase of $6,424,809 
over last year and the ratio of current 
assets to liabilities is 13.09 compared 
with 11 last year. Inventories are 
$35,182,735,'an increase of $3,815,205 
over a year ago. 


E. S. Schwarz Head 
of Schwarz-Ruggles, Inc. 


BrockTon, Mass.—By a reorganiza- 
tion of the Schwarz, Ruggles, Inc., 
Everett S. Ruggles of Wollaston be- 
comes president of the concern which 
will continue the name it held before 
Bruno E. Schwarz retired from the 
business to accept a position with the 
United Shoe achinery Corp., and 
the business was assigned to W. A. 
Hogan of this city. erton E. Hay- 
ward, formerly of the Preston B. Keith 
Shoe Co. of this city, is the new treas- 
urer, and Warren B. Gallond is clerk. 
These men, with Guy C. Fletcher, form 
the board of directors. The concern 
has resumed operations in the factory 
it formerly occupied in Rockland. 


Scranton With 
A. G. Walton 


BROocKTON, Mass.—Harvey A. Scran- 
, of this city, for several years with 
the Churchill & Alden Shoe Co., and 





Benevolent Society Meets 


Boston, Mass.—The Boston Leather 
Trade Benevolent Society held its an- 
nyal meeting Wednesday, Jan. 9, and 
elected officers as follows: 

Junius.Beebe, president, William M. 
Bullivant, E. T. Cady and H. Fred 
Lesh, vice-president; Charles 0. Howe, 
secretary, and Maxwell J. Lowery, 
treasurer. The trustees include the 
officers and also W. F. Fallon, A. F. 
Gordon, F. E. Jones, A. F. Tirrell, 
Charles H. Meyer, Donald H. Smith, 
Eben H. Ellison, Jr., and J. F. Devlin. 


J. J. Shaut Retires as 
Head of Ashland Leather 


Boston, Mass.—Having completed a 
full half-century of activity and suc- 
cess in the tanning industry, T. J. 
Shaut, president of the Ashland 
Leather Co., Inc., Ashland, Ky., the 
sole-leather house associated with the 
A. C. Lawrence Leather Company and 
the National Leather Company, has 
announced his retirement from active 
leadership in the conduct of his busi- 
ness. 

Mr. Shaut entered the tanning busi- 
ness at Andover, N. Y., in 1878 with 
the firm of Richardson & Shaut. A 
tannery was built at Canisteo, N. Y., 
the next year. In 1892, Mr. Shaut 
leased a tannery from the Hans Rees’ 
Sons in Virginia and for three years 
tanned oak sole leather and belting 
butts for this company. In 1895, he 
went into the cut-sole business at 
Rochester, N. Y., and in 1897 he pur- 
chased a small harness leather tan- 
nery at Ashland, Ky., converting it 
into an oak sole leather tannery. The 
business grew rapidly for five years, 
and in 1902 Mr. Shaut incorporated 
the Ashland Leather Co., Inc., of which 
he has been president for over twenty- 
five years. 


Salesmen Now In Field 
With Spring Samples 


NEWBURYPORT, Mass. — Salesmen 
from local factories are in their ter- 
ritories, following up accounts with 
whom contact was made at the Boston 
and Chicago style shows. The next 
10 days are expected to bring large 
returns in business and the local en- 
terprises hope to share generously in 
the new business. 

Several factory expansions and re- 
locations have been completed to make 
possible the smooth and efficient han- 
dling of spring business. 


Four Lucky Winners 


CuHicaco, Itt.—The four lucky fel- 
lows who won the sets of McGreggor 
matched golf clubs offered by the 
United States Shoe Company at the 
retail convention here last week were: 
Faas Ou tahe Sen thos 

; John P. , Sheboygan, 
Mich.; A. Benjamin, B. 'B. 8. Shoc 
eae Peoria, Ill., and E. T. Nun- 
nelly, E. T. Nunnelly & Co., Mt. 
Clemens, Mich. 
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Henry F. Tapley Dead 


Boston, Mass.—Henry F. Tapley of 
Amos P. Tapley Co., shoe wholesalers, 
Boston, died at his home in Lynn, Jan. 
8, after a sickness of two months, age 
86 years. 7 

e entered the wholesale shoe busi- 
ness immediately after graduating 
from school, and continued in it for 
66 years. He succeeded to his father’s 
business in 1869, and his father started 
in the trade in 1836, at that time be- 
coming associated with a wholesale 
shoe house which was started in 1812. 

Mr. Tapley was for many years 
treasurer of the New England Shoe 
Wholesalers’ Association, and was ac- 
tive in the affairs of the New England 
Shoe & Leather Association, and the 
Boston Boot and Shoe Club. He was 
a banker, and a member of several 
literary and historical societies, and 
a patron of music. During the war, 
he was a leader in Red Cross work. 

A few years ago, he restored the 
shoe shop in which his ancestors made 
shoes, and turned it over to the Essex 
Institute in Salem, to be kept as an 
example of the days when all shoes 
were made by hand. 


Manufacturers to Hear 
About Measuring Markets 


Boston, Mass.— “Measuring Mar- 
kets in National Distribution” will be 
the subject of a timely address by 
F. K. Anderson, director of marketing 
of the International Magazine Com- 
pany, New York, at the next monthly 
dinner of the Boston Boot and Shoe 
Club, Jan. 23. Mr. Anderson’s com- 
pany, which publishes the Cosmopoli- 
tan, Harper’s Bazar, Good Housekeep- 
ing and other well-known magazines 
of national circulation, is a recognized 
authority on distribution. 

The program also wll include an in- 
formal discussion of the highlights of 
the recent N. S. R. A. convention in 
Chicago, the annual meeting of the 
National Boot and Shoe Manufac- 
turers’ Association in New York, and 
the hide, leather and boot and shoe 
tariff campaign now under way. The 
dinner will take place in the rgian 
Room, Hotel Statler, this city, and will 
be — over by President Horace 
R. Drinkwater. 


Several Firms Making 
Adhesive Process Shoes 


LynN, Mass.—Several firms here 
have started to make shoes by ad- 
hesive processes. Henry and Natt 
Weiss, of the Fair Sex Shoe Co., have 
developed a method of their own, using 
their own cement. They have set up 
another press, and are making “Fair- 
Flex” shoes by this new method. 

Sol J. Waxelbaum, Inc., has started 

Compo shoes, in addition té 
sewed shoes. 

The Washington Shoe Co. also is 
developing adhesive shoes, in addition 
to sewed shoes. Marblehead Shoes, 
Inc., under the direction of Horace 

urray, is making Compo _ shoes. 
Hebert Shoe Co., of Stoneham, also has 
started to make Compo shoes. 





Ten Percent Increase 
Is Expected in 1929 


Boston, Mass.—In reporting to the 
New England Shippers’ Advisory 
Board (American Railway Association, 
Car Service Division), making a fore- 
cast on business covering the first 
quarter of 1929, Carlton R. Blades, 
chairman of the Boots and Shoes Com- 
mittee, says: 

“The general outlook for business in 
the New England shoe industry is con- 
sidered as fair, with indications of 
improvement during the next three 
months. The manufacturers estimate 
that the volume of shipments during 
January, February and March will 
show an average increase of about 
22 per cent over the past three months 
and about 10 per cent over January, 
February and March of 1928. 

“Retail business has been very slow, 
which is reflected in delays in the 
placing of orders for future delivery. 
‘This fact will result in rush shipments 
by express. Freight service is re- 
ported as being generally satisfactory, 
although there is a growing tendency 
to use the ‘carloading companies’ in- 
stead of the regular freight service.” 

In his report for the Hide, Leather 
and Tanning Material Committee, 
Frank B. Turner, chairman, says: 

“Manufactured stock on hand re- 
mains comparatively low, indicating a 
sound condition of the tanners, and 
deliveries should compare favorably 
with the early part of 1928. 

“It is estimated that the first quarter 
of 1929 will be approximately the same 
as the corresponding period of 1928. 

“No complaints have been received 
regarding railroad service.” 


New Foot-Saver Shop 


CoLumBus, OHIO (UTPS)—The Foot 
Saver Boot Shop, a corporation char- 
tered in Columbus several months ago, 
headed by Harry B. Zavitz, will open 
its third store, at 69 East State Street, 
Columbus, about Feb. 15. The store 
room, which is 15 by 75 feet, is being 
remodeled for the new business. Wo- 
men’s shoes of the Foot Saver line, 
produced by the Julian & Kokenge Co. 
of Cincinnati, will be handled exclu- 
sively. The company opened its first 
store in Indianapolis about two years 
ago, and this shop is managed by Roy 
C. Dorr. The second store was opened 
in Akron last September and is man- 
aged by R. C. Patrick. The manager 
of the Columbus store will be an- 
nounced later. 


Foster Succeeds Houston 


Houston, Tex. (UTPS)—J. W. Fos- 
ter has been appointed as manager of 
the Florsheim Shoe Store of Houston 
to succeed J. C. Houston, manager of 
the past few years. Mr. Houston is re- 
tiring from the shoe business. 

Mr. Foster was transferred from the 
Florsheim store in Birmingham, Ala., 
where he was assistant manager. He 
started in the Birmingham store four 
years ago as a clerk; and it is believed 
that he is the youngest store manager 
of the seventy odd Florsheim stores. 
Foster is twenty-four years of age. 
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WHERE TO BUY 


Men’s & Women's 
Slippers 





PARISTYLE FOOTWEAR MFG. CO., INO. 
Factory and Selesrooms 
40-46 West 25th St. New York City 
$27.00 per dos. and ap 
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WHERE TO BUY 
Children’s Shoes 





“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg.. Reem 532 
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The. One 
Waterproof 
Leather That 


Takes and Re- 
tains a Polish. 


‘(CREESE & COOK CO. 
Tanneries at Danverspert 95 South St., Boston, Mass. 
































WHERE TO BUY 
Shoe Buckles @ Fabrics 
y=<«+-VEITH—_—-- V7 
€ “Idtanonsreen. E 
i BIHOE Buckies |! 
T «a.& & vers, inc. T 
i 9-11 me ton iow York od 
Cut Steel Buckles 
Tinsel Shoe Fabrics 
CRACOVANER 
889 FIFTH AVE., NEW YORK 














Stendal to Include 
Bags and Jewelry 


MINNeEapouts, MINN. (UTPS) — C. 
M. Stendal, who is to open a salon 
shoe store late néxt month at 
Avenue and Tenth Street, in 
tian igney ‘col’ tend amet Oe 
jew in 
stock. Remodeling in preparation for 
installation of cornet has begun. 
It tas been determined to carry the 
lower ce shoes for women on the 
mezza floor and men’s shoes below 
the street level floor, also the chil- 
dren’s stock, where there will be a 
p und and an attendant nurse to 
watch the youngsters at play. 





Herbert P. Gleason Dead 


New York, N. Y.—Herbert Parsons 
Gleason, of Johnston & Murphy, manu- 
facturers of men’s shoes, Newark, N. J., 
died at the Hotel Biltmore here Jan. 15, 
following a protracted illness. Mr. 
Gleason was one of the best known 
men in the shoe trade and for many 
years had been a director and officer 
of the National Boot and Shoe Manu- 
facturers Association which opened its 
25th annual convention on the very 
day Mr. Gleason passed away. At the 
close of the convention suitable resolu- 
tions of regret at Mr. Gleason’s death 
were passed by the association. 

Mr. Gleason was 68 years old and 
had spent practically his entire life in 
the shoe trade. His wife died a few 
years ago. 

Funeral services were held at All 
Souls Unitarian Church, Fourth Ave- 
nue and Twentieth Street on Jan. 18, 
with interment at Newark, which had 


of years. 


Ayers Adds Shoes 


‘Harpor Sprines, Micu. (UTPS)— 
A. J. Ayers, who recently purchased 
the leather goods business of C. E. 
Reynolds, has removed it to a new lo- 
cation on State Street and has added 
a complete line of footwear. 





Blanchard Sells Out 


FAYETTEVILLE, ARK. (UTPS) —J. J. 
Blanchard of the Blanchard Shoe 
Company is selling out his shoe stock 
and closing his shoe business. He 
plans to go into the tire and battery 
business about February 1. 





Fire Damages Store 


Mt. VERNON, OHIO (UTPS) — The 
Joseph Levison Shoe Store, located on 
West Main Street, was badly damaged 
by a fire, January 7, which razed a 
number of store buildings. The fire 
originated in a nearby restaurant. 


been Mr. Gleason’s home for a number | 


Eaton Is Sibley Buyer 


RocHester, N. Y.—Stephen Eaton, 
one ‘of ‘the best known ‘shoe buyers of 
the Fast, has recently ‘taken over the 
entire management of the footwear 
department of Sibley, Lindsay & Curr 
Co., this city; he will also ‘buy for this 
department. For five years, Mr. Eaton 
was assistant shoe buyer for the R. 
H. White Co., Boston, and last Feb- 
ruary went to Washington, D. C., 
where he remained until the latter part 
of last December as shoe buyer for 
Wm. Hahn & Co. 


Toledo Merchant Wins 
Footwear Guild Prize 


Boston, Mass.—Philip Appelbaum, 
of the Appelbaum, Mautner Co., To- 
ledo, is announced as the winner of the 
unusual prize contest conducted by The 
Footwear Guild, Inc., during the N. S. 
R. A. convention at Chicago. As a re- 
sult of his ability to recognize a man 
by looking at the back of his head, Mr. 
Appelbaum took back to Toledo with 
him $100 more than he expected to 
when he left his home city for the 
mid-west metropolis. 

For the purpose of creating a con- 
test, The Footwear Guild engaged the 
services of L. P. Nelson, of Milwaukee, 
Wis. A photographer made a photo- 
graph of the back of Mr. Nelson’s head 
and reproductions of the photograph 
were broadcast among those attending 
the convention in the Hotel Stevens. 
A prize of $100 was offered for the 
first man who, recognizing Mr. Turn- 
over (as he was called), approached 
him and said: 

“Are you Mr. Turnover of The Foot- 
wear Guild, Inc.?” Rules of the con- 
test also specified that the question 
wouldn’t take unléss the contestant had 
in his possession at the time the com- 
plete plan of The Footwear Guild. 

Mr. Turnover ambled through the 
crowded hotel Monday and Tuesday 
without being detected, but on Wednes- 
day, as he was nearing the north as- 
sembly room, he saw Mr. Appelbaum 
gazing intently in his direction and 
fingering some papers in his coat 
pocket. Mr. Turnover promptly fied to 
the sanctuary of a near- dining 
room, where he seated himself at a 
table. But that didn’t do him a bit 
of good as the pertinacious Mr. Appel- 
baum came right — asked the cor- 
rect question, produ the proper cre- 
dentials, was escorted to Guild head- 
quarters in the hotel, and was given a 
check for the amount of the prize. 








New Toledo Store 


ToLepo, OnI0 (UTPS)—Papers have 
been filed with the secretary of state 
chartering Petersen’s, Inc., with an au- 
thorized capital of $25,000, to deal in 
shoes, hosiery and accessories. The 
ineorporators are Murray C. Petersen, 
Olga Rademich and Claude R. Banker. 


Greenwald & Reiss Quit 


LupINGcTON, Micu. (UTPS)—Green- 
wald & Reiss, footwear merchants at 
927 South Washington Street, have 











Loss amounted to about $5,000. 


discontinued business. 
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IN STOCK. IMMEDIATE DELIVERY 


FIT RITE OVERGAITER CO. 
526 So. Third Street PHILADELPHIA, PA. 

















Fine House se Can You Speak the Language 
Slippers of Your Business? 


Greeley Boudoirs are fine, ae wee ee oe. — AP 
sensible house slippers in customer 4 calling oe by —_ correct names and answering 
. question intelli manner 

black or colors, with rubber [| If you can’t—you heed the 


or leather heels. Their ‘i 
quaity is nationcily Shoe and Leather Lexicon 
recognized. If your Ses ad Ge Gade Mas othe ho ee 


50 Cents 


(cash with order) 


. Boot and Shoe Recorder Publishing Co. 
A. W. GREELEY 
Kt 12 Duncan St. - S - Haverhill, Mass. DK 60 Seded &. Besten, Sian. 


jobber can’t supply— 
write to us. 














Printed Price Tickets 


All regular and 


Clearance Sale Prices 


Any prices wanted 25c to $22.50 
6-doz. odd lot assortment 
$1.10 


12 each of 6 prices 85c 


Olive Green Border—Black 1 doz. of one price 15c 


PE sinnoy tie Cash or stamps with order 


Boot & Shoe Recorder, Chicago 
Please send following prices: 


Merchants Service Dept. 


Boot and Shoe Recorder (CJ Send details on Card Services. 
189 W. Madison St. Store Name 


Chicago 
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Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED Wheu advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 


LINES WANTED 


ALL DISPLAY SPACE 
Five dollars 


4c per word. Minimum Charge 75c. 
OTHERS 

Ze per word. Minimum Charge $1.25 
per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 






















SALESMEN WANTED 


SALESMEN WANTED 








TROIT ant vicin 
OHIO N.Y. State 
ons several other pm g territories. 


Men’s Work and Dress Shoes 


A SHORE, Sh Arry, and LOW —— line now o 


okie icants must have established trade and ve well acquainted in their territory—can be 
ED with other non-conflicting line. Commission 5%. rawing allowed cecum 
pn mm Give experience and reference in first letter. Will hold confidentia 
Address D-0911 care Boot & Shoe Recorder 
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ICAGO we Lyaemety 
E. PENN. ‘ENN. 


accepted 
er, 80 Federal St., Mass. 

















SALESMEN WANTED 


to carry our Line of Stitch- 
downs in Ohio, 2-trays; as a 
Side Line. Straight Commis- 
sion basis. 


Address D-912 care Boot & Shoe 
ender, 80 Federal St., Boston, 
ass, 





SALESMEN WANTED 


For the following territories: Wis- 
consin, Indiana, (Kentucky and 
Eastern Tennessee), (Nebraska and 
Iowa), for a fast selling line of 
women’s novelty shoes ‘‘In Stock’’ 
priced at $2.85, $3.35 and $3.85. 
Strictly commission basis. Only 
those wi established trade need 
apply. 
WM. MARKS SHOE CO. 
1406 ot Pee Ave., 
St. Louis, Mo. 














| Buckle Salesmen 


‘ We wish to add representatives to sell 
j our exclusive imported cut steel buckles. 
$ Only energetic men with retail women’s 
shoe trade followings need apply. Our 


f buckles s are a splendid side to men full details and references in first letter. 

Se ie als THE BOARDMAN SHOE Co., 

: corder, 239 W 39th St., New York 564 Atlantic Ave., Boston, Mass. 
City, N. Y¥. 











Salesmen Wanted 


In New York State, Middle West and 
South, with established trade, to sell 
Women’s Novelties, Sports, and Staples, 
in Stock, on Straight Commission. Give 
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_AVAILABLE Jan. Ist. Shoe Buyer and 4 


pene for larpe <> 


«partment store or chain of stores, 

-cago or within miles. Expert system. 

a ee ee 
i oe we lr Pg me 20 

Fe experience W. D. R., 1216 No. Clark 
Tilinois. 





~WANTED—Salesman to to sell in-stock Work- 
and Slippers. No object to non- 


ba gr egy me WANTED—Real producers in 
the following territories: Detroit, Milwau- 
kee, Pittsburgh or, St. Louis. Must reside in 
territory. heaps ™ away shoes in-stock at 
popular pric’ Commission basis. Write << 
details. ot “GOLDMAN, 2 210 Essex St., 

ton, Mass. 





AS ome ogy > now calling on the retail shoe 
Lege —s wear departments and Baby 
sae. Dr. Ray’s “PADDLERS,” g 4 
“outhion Soles” and “STORKLET” 
“Soles and Moccasins. Exceptional opnor- 
tunity. Good commissions, payable monthly. 
95% service from stock. ad ull com- 
all mail orders. territory 


ried. Con Address Sales Manager, 
274 Sanford St., Rochester, New York. 





SALESMEN WANTED for Texas, also other 
excellent territories open to carry as side 
line ladies’ in stock w the-minute novelties 
to retail at $2.95 and $3. go oppor- 


epoly. Southwestern 
ington Ave., St. Louis, Mo. 





badly, oy salesman to represent 
manufacturers line of women’s medium 


Grade Welts A-EEE carried in stock. Side 
line if preferred, commission basis. Address 
D-915, care Boot ond Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 





We are interested in connecting 
with live wire salesman to sell our 
very fast line of “INSTOCK” 
Women’s Novelty shoes at prices 
ranging from $2.35 to $2.85. Also 
complete line of children’s shoes. 
Territories now open: Mississippi, 
Ala a, Louisiana, Tennessee, 
Missouri and Illinois. Straight lib- 
eral commissions. Write at once 
giving references and other infor- 
mation in first letter. 


| M. & O. SHOE CO. 





621 N. Oth St., St. Louis, Mo. 








SALESMEN to car women’s novelty 
McKays and line of soft sole slippers. 
Give full particulars and references. _Commis- 
sion basis. Star Felt Slipper Company, 
Howard & Norris Streets, Philadelphia, Pa. 





LINE WANTED 


XPERIENCED retail Shoe Salesman and 
manager for past eight years, age 32, wants 
line of good shoes for Southern territory, best 
references. Care Post Office, Box No. 94, 
Washington, N. C. 

















LINE WANTED by salesman for Washing- 
ton, Oregon and California. Selling to 
Jobbing and volume shoe buyers past 15 years. 
If line is right will take same on commission. 
Address D-914, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 











POSITION WANTED 





ADVERTISING and sales executive of ability 
desires connection with growing chain or- 
Feld. Hi high class, in ladies’ or men’s shoe 
His services may be what veut —— 

needs. Write D-913, care Boot and Shoe Re- 
corder, 80 Federal Street, Boston, Mass. 





WANTED—Position as manager and buyer of 

ladies shoe store or department. Must be 
large enough to justify capable man. Excel- 
leut experience and references. Thirty-one 
years old, married. Address D-916, care Boot 
& Shoe Recorder, 80 Federal St., Boston, Mass. 





FOR SALE 


FOR SES Veer tite shoe store in North- 
Colorado col lege town, carrying women’s 
children’s shoes exclusively. Clean stock, 
sell at a bargain. Write to P. O. Drawer 
ling, Colorado. 











FOR SALE—Will sell entire or controlling 
interest in high grade shoe are 
in one of the best pe S cities. Long | 
Reply poromotly, No Adtzens D901, 
Boot and Shoe x. 80 Federal St.. 


fy 
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BUSINESS OPPORTUNITY WANTED TO PURCHASE MERCHANTS’ NEEDS 








ILL agents of nationally known brand of 


Ladies’ Hosiery desire to cooperate with a TO BE SURE THAT YOU RECHRIVE 
few selected concerns on a consignment basis. 


Address D-907, care Boot and Shoe Recorder, THE VERY HIGHEST P RICES Men’s Spats 


W. 39th St.. New York City, N. Y for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Oash transactions. 


FOR RENT Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 




















STORE TO RENT—Bayonne, N. J. 94,000 
population. Exceptional opportunity for 
men’s popular priced shoe store on 100% loca- 
tion in men’s block. Reasonable rent. Address 


D-908, care Boot and Shoe Recorder, 239 W. MERCHANTS’ NEEDS 


39th St., New York, N. Y. 














T? RENT—Will lease Shoe Department, fine 

main floor space, good window space, new, Window Decoration 
large department store, best Indiana Town and maker of No. 160. Fine Kersey Cloth. 4 Eye Hand 
32,000. Want operator to sell shoes for entire Artistic Price Tickets Sewed Buttons. 

family at popular prices, Percentage proposi- Latest in Imported and Domestic Roll 
tion. Fairway Apparel Stores No 2, Michigan Paper, etc. in Season. Pearl Gray and Light Fawn. 
City, Indiana. Samples mailed free on request. 

EMIL RUBLACK In Stock: Sizes 6/11 

140-142 West Broadway Per Doz, Pair....818.00 


Established 1903 New York 
Lincoln Store Supplies Co. 
1508 Washington Ave., St. Louis, Mo. 











FOR LEASE 























Large Shoe Department Space to 
lease on 100% shoe block. 


Store carrying complete lines of popular 
priced Ready to Wear Hosiery, Under- 
wear, Millinery, Boys’ and Girls’ apparel. 


WILBERS 
141 Newark Ave., 
Jersey City, N. J. 


WINDOW 
FOR,,LEASE-Ladies’ Shoe, Department in DISPLAY FIXTURES 


twenty thousand population—floating population 
over three hundred thousand annually—located 


in Minnesota. Exceptionally fine opening for 
better shoes, in hundred per cent location. 
Attractive proposition. Address D-910, care 
Boot and Shoe Recorder, 80 Federal St., Bos- 


ton, Mass. 923 ARCH ST. 























‘ I 'HE big H-W line of shoe store 
MERCHANTS’ NEEDS chairs covers all seating 
needs. The type of chair, shown 
above, will deliver satisfactory 
service over a period of many 
years. Investigate our free 
seating service. 


eyuced -Yakeficld 
Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St.Louis,Mo.; Port- 
Oregon; San Francisco, 











Write for Samples of Window Fabrics 
and Window Valances 
THE HECHT FIXTURE CO. 


288 South Wells St. oes ppg 86 Milbradt 


_ 














i 


BOWS (Plain or Steel Bead Trim) in 
Ladders Patent, Satin, Velvet, Suede, Brown Kid, 
etc. 


r 
ii, 


TTL 





Made for 40 years RHINESTONE Buckles, Clasps, Slides, 
by the original in- Heels. 
ventors. 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT Expensive 
SAMPLES UPON REQUEST 


CUT STEEL BUCKLES 
Made in all _ styles Have you our new Oataloguef 


to -_ any shelving 
conditions. - ° 
“a a Lincoln Store Supplies Co. 
et our ° . 
placing Sear a 1508 Washington Ave., St. Louis, Mo. 
Milbradt 


Manufacturing Co. The advertising pages of the Boot and Shee 
2416 No. 10th Street Recorder constitute an almost inexhaustible 
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MERCHANTS’ NEEDS 
| DISPLAY | 
| FIXTURES | 








@) Ss One Ie 
| DESCRIPTION | 


3 SEVENTH AVE- NEW YORK 





Indiana Shoe Show 
Program Completed 


INDIANAPOLIS, IND.—“The most elab- 
orate and educational program in the 
history of our organization” is the 
advance description of the sixth an- 
nual shoe convention and style show 
to be held in Indianapolis by the Indi 
ana Shoe Travelers’ Association on 
Feb. 18, 19 and 20. Five floors of the 
Hotel Claypool will be devoted to sam- 
ple rooms in which 150 traveling sales- 
men will display 125 lines of shoes and 
rubbers. The official program as out- 
lined by the committee in charge is as 
follows: 


Monday, Feb. 18 
9.00 a. m. Register on the 7th floor 
(salesmen and retailers). 
Inspection of lines in all 
rooms. 
Noon luncheon, Assembly 
Hall, 8th floor. All free. 
Ladies’ theater party. 
Flowers and candy. 
Stag smoker and bur- 
lesque show, Broadway 
Theater. Special program. 
Nuff said. 


Tuesday, Feb. 19 
9.00 a. m. to 12 Sightseeing tour to 
all floors; interesting and 
unique arrangement. 
beng luncheon, Assembly 


12.10 p. m. 
8.00 p. m. 
8.15 p. m. 


12.10 p. 


Sightseeing tour (con- 
tinued), second section. 
Grand parade, style show 
ensemble to all floors. 
Style show, Assembly 
Hall. Plenty of music 
and entertainment. 


Wednesday, Feb. 20 
9.00 a.m. See all lines—from the 
5th to 8th floor. 
Noon luncheon, Assembly 
Hall. Awarding of prizes. 
If you need more shoes, 
buy them now! Place 
an order! 
Grand Informal Ball, 
Assembly Hall: Wonder- 


music. 

dled by oe are heey oe 
rge L. Tovey, president o 

the association; Ernest Smeltzer, sec- 


7.45 n. 


m 
2.00 p. m. 
m 
8.00 p. m 


12.10 p. m. 
2.00 p. m. 


8.30 p. m. 


retary, and C. I. Slipher, assistant sec- 
retary. 





Selling the Dancing Class 


[CONTINUED .FROM PAGE 47] 
How well they do this job is evidenced 
by the store’s records which show that 
one pair of Walk-Overs is sold to every 
four pairs of ballet slippers. 
Here is the letter which did the 


“Dear Sir: 

Bicep ag your other amusements 
during this coming Fall and Winter is 
going to be dancing, and of course that 
calls for Dancing Shoes. 

“A few days ago Mr. Maurice Fitz- 

atri representing the Chicago 

heatrical Ballet Shoe Company, can- 
vassed this city Mee: thoroughly to find 
out what store would be the most rep- 
resentative to sell their shoes—and are 
pleased to announce that WALK- 
OVER is the exclusive dealer. 

“The Chicago Theatrical Ballet 
Shoe Company designed a dancing shoe 
about ten years ago for Mlle. Theo 
Hewes of this city. This has been her 
personal slipper for dancing during 
that entire period and which she rec- 
ommends very highly as being as near 
perfect as can be built for toe dancing 
students. Such is the recommendation 
o by the oldest dancing school here. 

e Mile. Theo Hewes oe Last is 
being sold all over the U. S. A. 

“This shoe is going to be very pop- 
ular with young folks and dancers— 
and would be more than pleased to 
have you visit our store “gs pleas- 
ure and try on a pair. e have set 
aside a svecial devartment for this 
shoe. Nothing would please us more 
than to have you come in and look 
them over. 

“And just to be neighborly if you 
desire, will arrange to open a charge 
account for your convenience. 

“Be sure and call—this is an unusual 
opportunity.” 


Weather Helps Trade 


INDIANAPOLIS, IND. (UTPS)—A sud- 
den change in the weather on Wednes- 
day afternoon after a heavy rain 
turned into snow causing a heavy 
slush on the sidewalks of the city, 
brought about an urgent demand for 
rubbers and all styles of over-shoes. 
In several instances some of the stores 
were more than one half hour late in 
closing on account of the sudden 
change in the weather. Marotts fourth 
floor, where rubbers and over-shoes are 
sold exclusively had an _ exceptional 
business, other stores in the downtown 
section made similar reports. 


Wildfeuer Ball, Feb. 3 


New York, N. Y.—Wildfeuer Broth- 
ers Employees Association wil! hold 
its grand annual ball on Sunday eve- 
ning, February 3, at the Waldorf As- 
toria Hotel. The grand ball room of 
the hotel has been engaged for the af- 
fair and the Metro-Goldwyn-Mayer 
orchestra will supply the music. A 
number of acts from the B. F. Keith 
vaudeville circuit will supply entertain- 
ment. 





Going After 
Country Volume 


[CONTINUED FROM PAGE 48] 


they moved to country trade centers. 
Stocks selected for city trade usually 
have to find their way out on the bar- 
gain counter in the country trade area. 
Buy what your community needs. 

In talking with a farm woman re- 
cently, I asked her where she bought 
her shoes. She named the ——. and I 
told her that I didn’t think that that 
store kept a very large stock. “No,” 
she replied, “but they have what you 
want, and then, too,” she added, “their 

rices are low and the quality is good. 

k at these slippers that I bought 
there about seven months ago. I’ve 
worn them a lot, and they’re still 
good.” She’ll buy there again, and is 
a good advertiser. 

The manufacturer, the salesman and 
the retailer each has special duties to 
perform in order to create the satis- 
fied customer. All three must work to- 
gether to eliminate waste and to pro- 
vide each community with the right 
kind of shoe service. It is not a bad 
idea to have a clean-up sale at reg- 
ular intervals. And when you have a 
sale, make it a bona fide proposition. 
Develop customer confidence in your 
store and they’ll come again. 

Don’t forget that if your commun- 
ity prospers, your chance of prospering 
is improved also. Take an active in- 
terest in making your town a better 
one in which to live. Help to make 
your town a service center, and at the 
same time make your store a service 
station. Get the spirit of the Rotary 
Motto—“He profits most who serves 
best.” The idea that he profits most 
who sells most may be profitable for 
the time being, but unless service and 
quality accompanies the sales program 
po sma orders may not be so plen- 
tiful. 


Reach the country trade through 
newspaper advertising, -circular let- 
ters, and boosting customers, and keep 
in mind that quality, low price, friend- 
ly, sincere sales service, and backing up 
your goods are arguments that de- 
velop customer confidence. 


Stylo Has Fifth 
Good Evening Shoe Year 


PROVIDENCE, R. I. (UTPS) —M. 
Sentler, manager of the Stylo Shoe 
Store here, reports this as the fifth 
year of very good evening slipper busi- 
ness. About five years ago, a3 states, 
they inaugurated a policy of pushing 
such footwear more extensively, which 
is responsible for the increased busi- 
ness. Whereas most retailers display 
only a few pairs of evening slippers or 
devote a small section of their windows 
to such footwear, Stylo devotes an en- 
tire side of their entrance for such dis- 
plays. Backed with newspaper adver- 
tising, they get a very good business 
in the line. They are always featured 
about the first of the year at a time 
when many New Year’s parties are at 
hand and after-Christmas social events 
are coming along. 

As to ordinary shoe styles, Mr. 
Sentler finds almost anything in 
brown sells very well. 
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FIRST flash of the Southern 

trend of style to crystallize 
the selection of shoes in the North- 
ern latitudes. 


FIRST flash of summer- 

weight shoes for men, with 
types of extreme light-weights with 
style emphasis on shoes formerly 
thought impossible to “style-up.” 


CONDENSED summary of 

high thoughts gathered at 
the January conventions that have 
a bearing on the future of merchan- 
dising—for a profit. 


MARTNESS comes into foot- 

wear for Spring—the weather- 
wise anticipate their retail buying— 
so get a lead on a good volume of 
business in February. 
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Chicago, G. W. Kwsy & Co. St: Louis, Wricht Guuman Co. Cincinnati, Geo. A. SprincMEIER 


eae tata i AC AN LETT ES ETE ELD ECTS IE BE A 











